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GENERAL AGENTS AND 
AGENTS LOSE MONEY 


Companies’ Position on Aviation 
Hazards Results in Consider- 
able Losses to Field Men 


REMEDY IS SUGGESTED 


Producers Believe That Relief Legisla- 
tion Would Benefit Them and 
Insuring Public 





Life insurance general agents and 


losing large 
the 


because 


wents state they are 


amounts of money and are in way 


f losing larger amounts 
& 


f the failure of their companies to adopt 


yet 


1 helpful plan of writing insurance on 
the lives of those who fly. Aviation has 
made great strides in the last 10 
make 


years, 


certain to yet greater 
the next 10. 
corporation executives fly regularly for 


will 


nd it is 
rogress in Today many 


usiness reasons and many more 


be ying a few years hence. 
that 
Ccar- 


legal authorities say 


the 


rhe best 


under current insurance laws 
riers may not attach to policies a rider 
excluding payment for death resulting 
from an aviation accident. Some com- 
anies, for an additional premium, will 
write those who fly with licensed pilots 
over regularly established air routes. 
But many business men who fly in the 
nterests of their companies do not fol- 
low established routes, although their 
planes are operated by licensed pilots. 
the result is that they are excluded 
irom insurance protection even though 
in known instances they declare willing- 
ness to buy large amounts of insurance 
and permit the carriers to exclude the 
hazards of aviation from coverage. 
Insurance Public Harmed 


Corporation executives who travel by 
airplane for business reasons frequently 
need much insurance protection or ad- 
litional protection for themselves or for 
their companies or both, not because 
they fly but for family or business rea- 
sons, In numerous instances. they 
would buy protection in considerable 
amounts, but because of state laws and 
he underwriting practices of companies 
are debarred from obtaining coverage 
at any price. 

One of the remedies suggested is an 
alteration in state laws that would per- 
mit the purchase of insurance in any 
amount desired under a_ policy that 
would exclude payment for death result- 
ing from a plane accident in the air or 
on the ground. The accidental death 
hazards of flying can be handled by the 
casualty companies. 


Inconsistencies Result 


Present practices result in obvious in- 
consistencies, in that prospects for in- 
surance are denied protection if they 
fly and are for reasons other than the 
lact of flying in need of insurance, but 

(CONTINUED ON PAGE 18) 





MUCH CRITICISM HEARD 
OF BEST’S RATING PLAN 


AGENTS USE THE CHARTS 
Companies Below the First Group Say 
That They Are Being Dealt 
With Unjustly 





There is much controversy raging 
about the service that the A. M. Best 
Company of New York has put into 
effect known as “Best's Life Rating 
Chart.” This is the first edition of this 
chart. A. M. Best Company attempts 


to grade companies according to rank, 
the highest rank being “excellent.” The 
next rank is “very good,” the next is 
“good,” the next is “fair.” There are 
other notations. For instance, there is 
one notation “withheld.” This means 
that the company has not furnished the 
A. M. Best Company with all necessary 


information although repeatedly _ re- 
quested to do so. There is another no- 
tation, “none,” which indicates that no 
rating is given for the first five years 


of operation on the legal reserve plan. 


Statistical Information 


The chart gives the financial statement 
showing assets and their distribution, 
capital, surplus and similar funds, 
serve basis, total income, total disburse- 
ments, total paid policyholders, insur- 
ance written, insurance gain, insurance 
in force, mortality ratio, net interest 
earned, expense per $1,000, net cost at 
age 35. The statistical information is 
not objected to. The statistics can be 
gathered from any chart or insurance 
department report. 


re- 


Wrought tp Over Rating 


A number of companies, however, are 
greatly worked up over the so-called 
policyholders’ rating, which sums up 
the opinion of A, M. Best Company as 
to the excellence of the various com- 
panies. For instance a company may 
be rated “very good,” where the officers 
feel that it should be in the first class. 
It is found that companies rated 
as “excellent” have purchased large 
numbers of these charts and are fur- 
nishing them to their agents to show 
that the “Dun or Bradstreet of the life 
insurance business” does not rate all 
companies alike although all are on the 
legal reserve basis. 


solie 


Individual Opinion 


Company officers declare that the so- 
called policyholders’ rating is purely an 
individual opinion. The large companies 
are all rated as “excellent.” The differ- 
ence in rating comes with some of the 
younger, smaller and newer companies. 
Some companies with the notation 
“none” or “withheld” are suffering espe- 
cially because the competing agents do 
not take the trouble to explain what 
these notations mean but leave the im- 
pression that there is something wrong. 
There is another notation, “M,” opposite 
some companies, which indicates that 
the A. M. Best Company will give a 
confidential analysis and rating of the 
company. This of course immediately 
strikes a suspicious chord. Another rat- 
ing, “S,” indicates that a rating will be 
assigned after completion of certain 
plans of the management now pending. 





RABBI WISE TO SPEAK 
AT DETROIT MEETING 


WILL ADDRESS THE AGENTS 


National Association of Life Under- 


writers Secures Eminent Jewish 
Leader for Its Program 


NEW YORK, June 27.—Julian S. 
Myrick, president of the National Asso- 
ciation of Life Underwriters, announces 
that one of the most outstanding speak- 
ers of America has been secured for the 
national convention, to be held in De- 
troit, Sept. 12-14, Rabbi S. S. Wise of 


New York having consented to go on 
the program, to close the first day’s 
session, Sept. 12. Rabbi Wise is not 
only leader of Jewish activities in 


America, but he is a recognized national 
igure and known throughout the coun- 
try for his platform ability. No definite 


subject has been assigned him, but he 
will have a strong message which may 
conform to either one of two sections 


of the general theme, “The Economy of 
the Home” and the “Welfare of the Na- 
tion.” The convention theme is: 
“Leading the Public to Appreciate the 
Proper Place of Life Insurance—in the 
Economy of the Home, the Protection 
of Business Interests, the Conservation 
of the Estate, the Completion of Invest- 
ment Plans and the Welfare of the Na- 
tion.” Rabbi Wise is a keen student of 
all phases of life and may sum up the 
theme in its entirety, but it is certain 
that he will discuss it from the two 
angles mentioned, the home and_ the 
nation. 

the 


Working on Program 


The program committee, headed by 
James Elton Bragg of Philadelphia, is 
now busily engaged in working out the 
details of the program with Mr. Myrick 
Hull, managing director 
\ tentative program 


and Roger B. 
of the association. 


will shortly be ready for publication. 
The announcement of the promise of 
Rabbi Wise to appear on the program 1s 
the first that has been made and _ it 
assures the convention delegates of a 
strong three day session. 
Central States Life Gains 

The Central States Life of St. Louis 

up to June 1 had issued $8,818,368 


against $7,613,732 for the same period 


in 1927. Members of the company’s 
Perseverance Club are credited with 
being responsible for most of this big 
gain. 

fo stimulate production during the 
early summer months, the Central 
States Life has organized a “baseball! 
league” among its agency members. 
Six clubs of producers were formed 


and a regular schedule drawn up. Runs 
and hits are based on the personal pro- 
duction and the team making the most 


number of runs wins. 


uproar in 


Altogether there is much 
from those 


company circles, especially 


rated “very good” and down the line. 
Chose rated as “excellent” are not being 
heard. Some of the companies claim 


that they have been unjustly rated and 
their business is being harmed by the 
use of this chart. 





FREEDY WAGES WAR ON 
UNLICENSED COMPANIES 


Makes 
Strong Statement of His Posi- 


Wisconsin Commissioner 


tion to Fire Fieldmen 


RAPS BLUE - GOOSE PLAN 


Declares Any Aid Given in Placing 


Group Business With American 
National Violates Law 


Unauthorized insurance and _ unii- 


censed companies have aroused the ire 


of M. A. 


sioner of 


Freedy, insurance commis- 
Wisconsin, to such an extent 
extreme 
lengths to He 
lined his attitude at the annual meetings 
of Wisconsin fire insurance field 


held at Lake, Wis., last 
Mr. Freedy startled the field men of the 


willing to go to 
them 


that he is 


stamp out, out- 


then 


Delavan week. 


Badger state by advising the officers of 
the Wisconsin Blue Goose not to further 
in any way the group life insurance plan 
being offered to Blue members 
throughout the country, the business to 
be written in the American National of 
Galveston, Tex., which is not licensed in 
Wisconsin and does not intend to be. 


Goose 


Called Violation of Law 


Mr. Freedy said that any resident of 
Wisconsin who in any manner aids the 
placing of insurance in a company not 
licensed in the state is guilty of a viola- 
tion of the Wisconsin insurance laws 
and subject to a penalty. Mr. Freedy 
was so outspoken in his views that the 
officers of the Wisconsin pond at their 
annual meeting at Delavan Lake simply 
told the members to disregard the letter 
they had received, in which an applica- 
tion form was enclosed, and stated that 
the Wisconsin pond’s officers would not 
handle or receive applications or checks 
for group life insurance or in any way 
assist in inducing Wisconsin pond mem- 
bers to secure coverage under the grand 
nest group plan. This was something 
of a shock to many members of the Blue 
Goose in Wisconsin, who want to come 
in on the group plan and feel that they 
should be allowed to, 


of the Blue Goose 


The order of the Blue 
posed of fire insurance field men in all 
parts of the country. It is divided into 
state units. The grand nest is attempt- 
ing to provide group life insurance un- 
der a five-year term contract with the 
American National of Galveston. As is 
usual in this kind a master 
policy is to be issued, and each indi- 
vidual covered is to receive a certificate, 
The wielder or secretary of each state 
pond has notified the members of the 
plan, enclosed an application and asked 
for a check for the first year’s premium, 

It is this that Mr. Freedy, himself a 
member of the Blue Goose, objects to. 
He regards the officers of the Wiscon- 
sin pond as agents if they receive checks 

(CONTINUED ON PAGE 13) 
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LAPSES AND SURRENDERS 
IN CANADA INCREASED 


DEPARTMENT GIVES FIGURES 


Notable Advance in 1927 Over Figures 
for 1926—Comparison for 
Seven Years 


OTTAWA, ONT., June 28.—An in- 
crease last year in the lapsation and 
surrendering of life insurance policies 
in Canada is revealed by figures com- 
piled from reports of the Dominion in- 
surance department. 

There is no problem connected with 
the life insurance business which has 
received more attention from the offi- 
cials and executives of the companies 
the past few years than the question of 
lapsation, The companies spend every 
year large sums of money in endeavor- 
ing to prevent policies from lapsing and 
to secure the revival of policies that 
have lapsed. The following figures in- 
dicate that the effort of the companies 
to control the lapsing and surrender o 
life insurance contracts is not having 
the looked-for result. 


Increase Over 1926 Figures 


The amount of business lapsed during 
the year was $284,481,784, or 29.8 per 
cent of the gross new business written, 
as compared with $257,522,843 and 28.3 
percent respectively in 1926. The total 
amount surrendered was $105,069,919, or 
11 percent of the gross new business 
written, which must be compared with 
$92,937,706 and 10.2 percent respectively 
in 1926. Combining lapsed and surren- 
dered business for 1927, there is a total 
of $389,551,703, or 40.8 percent of the 
gross new business written, and for 
1926, $350,460,549, or 48.5 percent of the 
business written in that year. 

There is, therefore, an increase of 1.5 
percent in lapses in 1927 and an in- 
crease of 0.8 percent in surrenders over 
the same period. 

Figures for Seven Years 


The following table shows the amount 
of new business written and the amount 
terminate by lapse and surrender dur- 
ing the past seven years in Canadian 
territory: 







New Bus Lapses Surrenders Pct 

21. .$577,184,003 $204,005,142 $37,883,578 41.9 
2.. 577,631,503 231,685,955 657,152,385 60.0 
. 631,024,809 218,429,860 73,562,536 46.3 

. 698,800,997 231,906,653 80,594,686 44.7 





225,111,142 90,929,162 42.9 


surance business in Canada is the large 
amount of insurance which passes off 
the books of the companies by lapse 
through failure to collect the renewal 


premium. It is the opinion of many 
that the practice of accepting premium 
notes increased the lapse ratio and for 
that reason the practice is being discon- 
tinued by many of the companies. The 
proportion of lapsed policies varies 
widely from year to year, the variation 
corresponding with industrial and finan- 
cial conditions. The high ratio in the 
years 1922-23-24 particularly noticeable. 


MEMORIAL SERVICE FOR 
LATE T. W. BLACKBURN 





At the annual meeting of the Ameri- 
can Life Convention, part of one ses- 
sion will be devoted to a memorial ser- 
vice for the late Thomas W. Blackburn, 
who was secretary and general counsel 
for a number of years. Mr. Blackburn 
was one of the founders of the Ameri- 
can Life Convention and served as its 
secretary until he retired a few years 
ago. Joseph B. Reynolds, president of 
the Kansas City Life and the first presi- 
dent of the American Life Convention, 
and one or two others who were asso- 
ciated with the beginning of the insti- 
tution, will probably be called upon to 
speak. 
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| RULING IS MADE AS TO DEDUCTIONS 
| OF STATE TAXES BY COMPANIES 








WASHINGTON, D. C., June 27.— 
The income Tax Unit, Bureau of Inter- 
nal Revenue, has ruled that state taxes 
paid by life companies on premiums are 
not deductible from gross income under 
the revenue acts of 1921, 1924 and 1926, 
but that they are deductible under the 
revenue act of 1918. Following is the 
full text of the opinion: 

Advice is requested regarding the de- 
ductibility by a life company of state 
taxes on premiums. 


What the Act Provides 


Section 243 of the revenue act of 1926 
provides that in lieu of the taxes im- 


posed by section 230 of the act, which | 


latter section provides for a tax on cor- 
porations, there shall be levied, collected 
and paid for each taxable year upon the 
net income of every domestic life insur- 
ance company a tax of 12% per cent of 
its net income. Section 244 of the act 
defines the gross income of a life insur- 
ance company as the gross amount of 
income received during the taxable year 
from interest, dividends, and rents. 


Provisions in 1916 


Article 671 of regulations 69, inter- 
preting the revenue act of 1926, provides 
that the gross income in the cose of life 
insurance companies comprises items 25 
to 34, inclusive, of the income page of 
the annual statement for life ‘insurance 
companies (the edition of 1920) adopted 
by the National Convention of Insur- 
ance Commissioners, section 245 of the 
revenue act of 1926 provides that in the 
case of a life insurance company the 
term net income means the gross in- 
come as contemplated in section 244 less 
certain specific deductions named there-- 
in, among which, in paragraph (6) of 
subdivision (a) of the section, are taxes 
paid during the taxable year upon or 
with respect to the real estate owned 
by the company, not including taxes as- 
sessed against local benefits. The real 
estate taxes allowable as deduction un- 
der this section are further defined in 
article 684 of Regulations 69. 

No Allowance 


There are also allowed as a deduction 
taxes which are imposed upon the in- 


Provision for 


COMMISSIONER FOSTER 
ISSUES DISABILITY RULING 





TORONTO, CAN., June 28.—In a 
circular addressed to companies writing 
life insurance in Ontario, R, Leighton 
Foster, superintendent of insurance, 
points out that under an amendment 
passed by the legislature this year, cer- 
tain disability benefits of a restricted 
character are classed as life insurance, 
and for companies granting only such 
benefits, the one license is adequate. 
For more extended benefits a separate 
sickness and accident license is required. 
The benefits classed as life insurance 
are described in the law as “provisions 
for special benefits or indemnities upon 
death by accident or upon disability 
which is by the terms of the contract 
deemed to be total and permanent, or 
upon total disability which exists for a 
continuous period of not less three 
months or ninety days, according as the 
contract may provide.” 

In another circular just issued, Mr. 
Foster points out that the Ontario law 
makes no provision for a life insurance 
broker, and that the authority of a life 
insurance agent is limited to acting as 
agent for the insurer upon whose recom- 
mendation the agent’s license was issued 
or renewed. The holder of a license for 
insurance other than life may act as an 
insurance broker in dealing with li- 
censed insurers. Licenses as “broker” 
or “special broker” do not include life 
insurance, 





| terest of a shareholder in the company 

and which are paid by the company 
without reimbursement from the share- 
| holder. There is no provision for the 
allowance as a deduction of state taxes 
imposed upon the company with respect 
to premiums. The above-referred to 
| provisions of the revenue act of 1926 
are similar to the provisions on the same 
subject of the revenue act of 1921 and 
1924, 


| 


Ruling Under 1918 Act 


Reference to the provisions of the 
revenue act of 1918 and regulations 45 
| interpreting that act discloses, how- 
ever, that the rule has not always been 
| as set out above. It appears that, under 
| the revenue act of 1918, insurance com- 
; panies were entitled to the same deduc- 
tions from gross income as other cor- 
porations and to certain additional de- 
ductions not material to a consideration 
of the question presented in this case. 
See article 568 of the Regulations 45. 
It was expressly provided in section 
234 of the revenue act of 1918 that, in 
computing the net income of a corpora- 
tion, there should be allowed as deduc- 
tions taxes imposed by the authority of 
any state or territory. It follows that 
state taxes on premiums were properly 
treated as allowable by insurance com- 
panies under the revenue act of 1918. 


Taxed Under Separate Sections 


It will be noted that under the 
revenue acts of 1921, 1924, and 1926 life 
insurance companies are taxed under 
separate sections from other corpora- 
tions, and the definition under these 
acts of gross income, and deductions 
allowable to such life insurance com- 
panies are to be distinguished from the 
gross income, net income, and allow- 
able deductions of other corporations. 
Under those acts the only taxes allow- 
able to a life company as deductions 
from gross income are taxes paid with 
respect to real estate and taxes paid 
with respect to shareholders’ interests 
where the company is not reimbursed. 
There is no provision whereby an in- 
surance company is allowed taxes paid 
on the premiums as a deduction from 
gross income. 





| AGENTS AND ACTUARIES 
CONFER ON SECTION 97 


NEW YORK, June 27.—Again last 
week the agents’ conference committee 
on Section 97 of the New York law met 
with the actuaries’ committee and Sup- 
erintendent Beha of the New York de- 
partment, seeking to iron out their diff- 
culties and develop a proposal upon 
which all can agree. This is the second 
such conference that has been held and, 
as in the case of the first, was devoted 
to the consideration of alternate pro- 
posals presented by both actuaries and 
agents. No agreement has yet been 
reached and further conferences will be 
held, at the call of Mr. Beha. It is not 
likely that they will be resumed in the 
next few weeks, as the summer vaca- 
tions are making inroads into the two 
groups, but it is hoped that by fall there 
will be some tangible plan available, for 
presentation to the New York legisla- 
ture. This is the section which seeks to 
revise some of the provisions instituted 
in 1906, after the Armstrong investiga- 
tion, and bring the life insurance busi- 
ness in tune with modern conditions. 
Julian S. Myrick, president of the Na- 
tional Association of Life Underwriters, 
is chairman of the agents’ committee 
and is giving much of his time to seek- 
ing a plan upon which agents and com- 
panies both can agree. 


The Bankers National Life of Jersey 
City has been licensed in the state of 
Washington, 











June 29, 1928 
COURT CRITICIZES THE 
LIQUIDATION EXPENSE 


LINCOLN CASUALTY CASE Up 
Detailed Report of the Transactions De. 
manded From Illinois Director 
of Trade and Commerce 


SPRINGFIELD, ILL., June 27.—Cir- 


cuit Judge Charles G. Briggele has 
called upon H. U. Bailey, director oj 
trade and commerce, to explain hoy 


$36,704 for expenses was paid during 
the first year in the liquidation of the 
Lincoln Casualty of Springfield, which 
was forced to the wall in March, 1927 
Under the Illinois law the department 
of trade and commerce acts as the of- 
ficial liquidator. Judge Briggele said 
that the report of the director showed 
that nothing was paid to the creditors 
during the year ending March 7, 1928 
The court then ordered all expenditures 
in connection with the liquidation 
stopped and also instructed Mr. Bailey 
to file a complete and detailed report 
of the expenditures by the first day oi 
the September term of court. 
What the Report Showed 


The report showed a bank balance 
when the company was taken over oj 
$3,402.76 with cash received up to March 
7 of this year $332.97. The report 
shows there was spent $36,704.15 in ex- 
pense, leaving a balance of $31.58 in the 
Citizens National Bank of Princeton, 
where Mr. Bailey resides. Attorneys 
for Mr. Bailey were in court in connec- 
tion with the hearing to adjust accounts 
between the Lincoln Casualty and the 
North Side State Bank of Springfield, 
which also failed 15 months ago. The 
court took advantage of their presence 
to make inquiry regarding the expenses, 

Lump Sums Criticized 


The judge called attention to the fact 
that the report lists rather large amounts 
for salaries, without naming who re- 
ceived the money. There are also size- 
able sums for traveling and legal ex- 
penses, Judge Briggele inquired why the 
liquidation offices had been moved to 
Princeton, out of the jurisdiction of 
the Springfield courts. The attorneys 
stated that rent and other expenses are 
more reasonable in Princeton. The 
judge asked who was the deputy receiver 
liquidating the company. The attorney 
said that it was H. J. Bailey. The judge 
asked whether he was a son of H. U. 
Bailey. The director himself is debarred 
by law from receiving compensation as 
a receiver. 





Inter-Southern Life Meeting 


The Inter-Southern Life held its an- 
nual agency convention this week in 
Louisville with about 300 agents from 
22 states present. R. J. Albachten, vice- 
president, was in charge of the conven- 
tion. 

Mayor W. B. Harrison welcomed the 
agents. He was followed by President 
Cary G. Arnett and M. M. Parrish, o! 


Gainesville, Fla.. who spoke for the 
agents. 

W. W. Moore, vice-president, spoke 
on “Looking Ahead.” Ellsworth 


Regenstein’s subject was “Why I Am 
an Inter-Southern Representative.” 


Hull on Vacation 


Roger B. Hull, managing director 0! 
the National Association of Life Under 
writers, will leave this week end for 4 
six weeks’ vacation in the New Hamp- 
shire mountains, though even there he 
will not be out of touch with the a 
sociation activities. The past few 
weeks Mr. Hull has been busy in aid- 
ing the program committee in arranging 
the details of the national conventio? 
in Detroit and he hopes before he leaves 
on his vacation to have these shaped 
out in workable form. 
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June 29, 1928 
F. H. DAVIS RESIGNS 
EQUITABLE POSITION 


Frank L. Jones of Indianapolis 
Succeeds to Post of Agency 
Vice-President 


RESIGNATION REGRETTED 


Ill Health Forces Executive to Adopt 
Less Strenuous Life Plan—Suc- 
cessor Valuable Man 


Frank H. Davis has resigned as vice- 
president of the Equitable Life of New 
York. His successor is Frank L. Jones, 
who for the last 15 years has had charge 
of Equitable agencies in Mr. 
Davis has been in poor health for some 


Indiana. 


time and resigned to free himself from 


confining duties of vice- 
president. He 
sence until Oct. 1, when he will become 


the Equitable 


the agency 


will be on leave of ab- 


an agency manager for 
in the western field, 


Jones Formerly Educator 


Mr. Jones, who is a native of Indiana, 
was educated at Indiana University and 
at Valparaiso. For some time following 
graduation he was in educational work, 
finally serving as superintendent of in- 
struction for his native state. He en- 
tered the insurance field as soon as he 
retired from educational work and be- 
came the Equitable’s Indiana agency 
manager in 1913. Following the armis- 
tice Mr. Jones with two other men pre- 
pared a special “Army Course in Life 
Insurance.” He suspended his duties in 
the United States to go to France and 
introduce the course to the American 
troops. He has served as president of 
the Life Underwriters Association of 
Indiana, and was president of the Na- 
tional Association of Life Underwriters 
for the term 1925-1926. 

Davis With Company Since 1911 


Mr. Davis, joined the Equitable Life 
1911, leaving the Reliance Life in 
Ohio to make the connection. At the 
time Mr. Davis joined the company, Mr. 
Jones was western superintendent of 
agencies for the company and included 


in 
in 


Ohio in his territory. Mr. Davis was 
sent to St. Paul for the company and 
later was transferred to Chicago and 


then to New York. In Chicago he had 
charge of development of all the com- 
pany’s agencies in that city and made 
an enviable production building record. 


Davis Outstanding Executive 


Mr. Davis has been one of the out- 
standing agency executives of life insur- 
ance. It was largely through his efforts 
that the Equitable has made such rapid 
strides in increasing its business. After 
he became manager at Chicago he 
made such a record there that he 
was called to the home office as vice- 
president. In New York locally he du- 
plicated his great record in Chicago with 
the result that some 40 or 50 branch 
offices were established in that city and 
a considerable percentage of the com- 
pany’s entire business is now secured 
irom New York. 

Mr. Davis put himself heart and soul 
into his work, living simply and often 
taking his work home with him. His 
chief outside interest has been his ranch 
in Montana, where he has developed a 
large thoroughbred stock farm. He will 
live in the west and will remain with 
the Equitable as manager for some ter- 
titory near his ranch, dividing his time 
between life insurance and farming. 
_Mr. Davis will be greatly missed in 
fe insurance and in the ranks of the 
Equitable. He has been straightforward, 











LIFE 


NEW COMPANY IS TO 
WRITE SURETY LINES 


WESTERN & SOUTHERN PLAN 


Project is Maturing—Cas- 
ualty Underwriter Will Be Secured 


to Take Charge 


Cincinnati 


The American Liability of Cincinnati, 
which has been purchased by interests 
connected with the Western & South- 
ern Life of that city, will be liquidated. 
The new company, organized to take 
over the business and plant, is called the 
American Liability & Surety. The West~ 
ern & Southern people at first thought 
of including the name “Western & 
Southern” in the new company but gave 
up that idea. The present charter of the 
American Liability does not permit it to 
write surety business. Charles F. Wil- 
liams, vice-president of the Western & 
Southern Life, who is the prime factor 
in the recent negotiations, is anxious to 
have a company that will write surety 
business. The Western & Southern Life 
itself pays out a considerable sum each 


year for fidelity bonds. The company 
also has a consfderable premium ex- 
pense on automobiles that it uses. In 


addition it can swing much of the auto- 
mobile business of its home office staff, 
managers and agents to its own auxiliary. 

The policy of Mr. Williams will be to 
let the old company move along as it has 
until the new company is licensed. He 
will then secure a high grade casualty 
and surety man to take charge of the 
company and formulate its underwriting 
policy. 


dynamic and human in all his relations, 
a big man physically and mentally. His 
personality and example have been a 
great factor in building the Equitable 
into the modern institution it is. 

The board of directors of the company 
expressed sincere regret that Mr. Davis 
is forced to relinquish his position as 
agency vice-president and also expressed 
gratification with his intention of con- 
tinuing with the company. His future 
position in the western field has not yet 
been announced. 


Jones Valuable Man 


Mr. Jones brings into the home office 
the best material available from the 
field. He is of the type of life under- 
writer who has been coming to the front 
of recent years. Scholastic, imbued with 
a high purpose, enthusiastic and 
dowed with a strong personality, he 


is 
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WANTS KENTUCKY MEN 
IN INSURANCE BUREAU 


SAUFLEY GIVES ARGUMENTS 
State Commissioner Sees Great Advan- 
tages in the Organization of 

All in the Business 


LOUISVILLE, KY., June 27.—Insur- 


ance Commissioner S. M. Saufley of 
Kentucky has arranged to speak at a 
special meeting of all classes of insur- 


ance men to be held Friday evening, f.1- 


lowing the close of the meeting of the 


Kentucky Association ot Insurance 
Agents, in regard to formation of a 
Kentucky insurance federation or pbu- 
reau composed of all imsurance inter 
ests, in order to protect the busines 
from those whom would overtax it, and 
who would interfere with its smooth 
operation. Mr. Saufley proposes an an- 


nual insurance day among other things 
He discussed this idea at Crab Orchard 
Springs, before the Kentucky Fire Un- 
derwriters’ Association, 

Sautiey Sends Out Pamphlet 


Commissioner Saufley has gotten out 
a pamphlet addressed to insurance com- 
panies and insurance men on the project 
in which he suggests the formation of a 


state organization or a_ bureau. He 
states that permanent headquarters 
should be at Frankfort, in constant 
charge of the general manager, who 
should be familiar with all branches of 
the state business. He suggests that 
the federation be direct representative 
at the capitol for each member com- 
pany, firm or agency. It should be the 


legislative agent for the various branches 
of insurance. It should serve members 
in any business with the insurance de- 
partment. It should be able to represent 
also members before the department of 


fre prevention and rates, workmen's 
compensation board, securities depart 
ment, etc The general manager, he 
said, should be an outstanding Ken- 


tuckian who could successfully represent 
Kentucky insurance interests in pro 
grams of expansion in other states 
Being acquainted with Kentucky insur- 
ance laws he should able to act in 
an advisory capacity or assist in prepa 
ration of annual statements or preparing 
any other data to be presented to any 
state insurance department. 


be 


one of the keenest students of agents’ 
and policyholders’ needs in the business. 
(CONTINUED ON NEXT PAGE) 


NEW AGENCY CHIEF FOR EQUITABLE. LIFE 





FRANK H. DAVIS 
Retiring as Agency Vice-President 





FRANK lL. JONES 
Whe Succeeds Him 





ORVILLE THORP WAS 
HIGHLY ESTEEMED 


Death of Texas State Manager of 
Kansas City Life 
Deplored 


WAS GREAT ORGANIZER 


Funeral Services Brought Out a Large 
Concourse of People Who Paid 
Their Respects 
The funeral services for Orville Thorp 
Dallas, of the 
Kansas City Life, former vice-president 


of Tex., state manager 
of the Kiwanis International and former 
president of the National Association of 
Life Underwriters, were held Thursday. 
Mr. died Wednesday, being 
stricken with apoplexy Sunday. He was 
just There 
was a large attendance of insurance peo- 
at the Harry T. 
Moore of the Episcopal diocese of Dal- 
las and Dr. Graham Frank, pastor of 
Central Christian church, of which Mr. 
Thorp was deacon, officiated. Among 
the active pallbearers were A. C. Bigger, 
president of the American Life; T. W 
Vardell, president Southwestern Life, 
— Harry L. Seay, president Southland 
ite. 


Thorp 


starting on a world tour. 


ple funeral. Bishop 


Did Great Werk in Texas 


Mr. Thorp was a man of tremendous 


energy and organization ability. He 
went to Dallas in 1905, obtaining a con- 
tract from the Kansas City Life. He 
proved himself a great organizer, be- 


came head of a large agency and in en- 
tering into the organized activities of 
the business he became not only a state 
but a national figure. He was the first 
president of the North Texas Life Un- 
derwriters’ Association. In 1921 he was 
elected president of the National asso- 
ciation. He contributed much to the 
literature of his business and appeared 
at meetings and conventions as a speak- 
er. Mr. Thorp’s agency had $90,000,000 
in insurance in force. He was active and 
charitable in civic affairs. He was the 
second president of the Dallas Kiwanis 
Club and was a former president of the 
Dallas Athletic Club. He was a director 


in a number of business enterprises 
Was Interested in the Arts 
Mr. Thorp was a collector of art and 


was interested in music. He was one 
of the underwriters of the grand opera, 
a patron of the Little Theater and lent 
a hand in every uplifting project. Many 
of his art works were collected on tours 
in Europe 

Mr. Thorp was born at Danville, Ind., 
Nov. 20, 1875. In early boyhood his 
parents moved to Missouri. He attend- 
ed the State Normal school at Warrens- 
burg, Mo. He started as a life insurance 
man with the Kansas City Life in 1904 


and went to Dallas a vear later. He 
helped to build up his city and state. 
EK. 8. Albritten’s Tribute 
E. S. Albritton, vice-president of the 


Southern States Life of Atlanta, Ga., and 


formerly one of the state managers of 
the Minnesota Mutual Life in Texas, 
who came in contact with Mr. Thorp 


in many ways, pays the following trib- 
ute to him: 

“The death of Orville Thorp leaves a 
distinct void in the hearts of the life in- 
surance fraternity, not only in the whole 
south, but in the entire continent, be- 
cause his work was known and appre 
ciated not alone in this country but 
throughout Canadian underwriting cir- 
Probably the greatest tribute to be 
paid the man is the simple statement— 
his work is not finished, but merely 
begun 

“Tt fell to my lot perhaps to be as in- 


cles. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





























‘Only 33% Term 


In 1927 Nylic Agents placed over $927,- 
000,000 of New Insurance, distributed by 
policies as follows: 


q 








Whole, and Limited Number Amount 
Payment, Life . 255,226 $791,308,900 
Endowments ok 48,182 104,881,500 
re 4,907 31,277,600 
Total . . - . . 308,315 $927,468,000 











Term Insurance was only about 314% 
of the Total 


q Most underwriters agree that, in general, 
life and endowment policies are best for 
policy-holders. 


gq Nylic rules and training strengthen Nylic 
Agents for meeting “sales resistance.” 
Consequently they do not use Term In- 
surance as an easy answer to “I can’t af- 
ford it.” 


“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 
and happy?” 





NEW YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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timately associated with Orville Thorp 
as any man in the country outside of his 
immediate family. Practically starting 
my own life insurance experiences un- 
der his direction and guidance, he has 
been a source of inspiration and a friend- 
ly counsellor to the date of his death. 
My present most happy connection is 
almost directly traceable to the influence 
and interest of Mr. Thorp. 

“I remember distinctly a remarkable 
conversation following one of the won- 
derful dinners for which he and his wife 
were famous, the statement which my 
wife and I have frequently discussed, 
which was as follows: ‘Elmer, I am not 
particularly interested in the size of my 
agency, nor in the amount of money 
which I make. I want to feel that I am 
creating something new every day, that 
my organization and I are progressing 
forward at all times, and that in this 
stupendous problem which you and I 
have set ourselves to solve, namely, the 
proper equation and the continuance of 
human life values, we are getting some 
place. Inasmuch as I am very happy 
and contented, and moderately success- 
ful, I believe that I am in the proper 
channel and merely want to keep on 
driving forward.’ 


Orville Thorp’s Ideal 


“The wonderful sentiment and living 
ambition expressed in Orville Thorp’s 
program of life indicates the man’s tre- 
mendously high ideals. He was able to 
carry out his ideas to a high degree of 
perfection because of the remarkable as- 
similation of facts possessed by a great 
student. The intensity of his demands 
upon himself to fulfill his ambitions were 
perhaps too great, as evidenced by his 
untimely death at quite an early age. It 
is true that he passed on long befgre 
many things he had planned were ac- 
complished. However, it is a remark- 
able thing and leaves a wonderful mem- 
ory when a great man’s death comes 
while that man is steadily going forward 
and is truly at the top of his game. 


Interested in His Friends 


“The men benefited by Mr. Thorp are 
legion, and I am glad to include myself 
in this large group. A more or less triv- 
ial occurrence at the time stands out now 
as a startling exemplification of the 
man’s enthusiastic consideration of his 
friends’ welfare. In a telephone conver- 
sation, early last August, he said to me: 
‘Boy, I am glad you have made the 
proper decision. You and Mary come 
over for dinner this evening and to- 
morrow let’s have a good game of golf. 
I am happy to be leaving for Europe 
soon with this problem happily out of 
my system.’ 

“Thus, vou see, while creating, striv- 
ing, building a wonderful success for 
himself and his company, he was ever 
mindful of the welfare of those about 
him. The memory of Orville Thorp will 
live in the hearts of many until they too 
join him in eternity.” 


KANSAS CITY LIFE MOURNS 


KANSAS CITY, MO., June 28.—J. B. 
Revnolds, president of the Kansas City 
Life, and other officers of the company 
went to Dallas to attend the funeral of 
Orville Thorp, general agent of the com- 
pany in Texas. Accompanying Mr. 
Reynolds were Mrs. Reynolds, Mr. and 
Mrs. Wood Arnold, Mr. and Mrs. F. W. 
McAllister; Dr. H. A. Baker, medical 
director; R. W. Webb, actuary; C. N. 
Spears, secretary; L. C. Owen, assist- 
ant secretary; N. V. Watson of the city 
premium department; Dix Teachenor 
and Mrs. Clarence A. Neal. The home 
office was closed Thursday afternoon 
out of respect to Mr. Thorp. 


Peoria Life Picnic 

Emmet C. May, president of the 
Peoria Life, was host last week to office 
employes of the company at their an- 
nual picnic. Despite theatening weather 
and a slight shower, the program for 
the day was carried out as scheduled. 
A picnic lunch was served by the Hotel 
Pere Marquette, and games and contests 
occupied the afternoon, concluding with 
a dancing party. 
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Prominent acne 
Men Figure in the 


Houston Convention 


[ NSUR: ANCE men figured conspicuous- 
ly this week in the Democratic national 
convention at Houston. Franklin D. 
Roosevelt of New York City, resident 
vice-president of the Fidelity & Deposit, 
was the floor leader for Gov. Albert E 
Smith and made the nominating speech 
for him. Mr. Roosevelt himself was 
candidate for vice-president when James 
M. Cox of Ohio was the presidential 
candidate. James J. Hoey of the well 
known insurance firm of Hoey & Ellison 
of New York City, who was formerly 
deputy insurance superintendent of that 
state, was a leading factor in the New 
York delegation. George E. Brennan 
of Chicago, Democratic national commit- 
teeman from Illinois and one of the big 
factors in Governor Smith’s candidacy, 
is manager of the United States Fidelity 
& Guaranty in his city. Ed S. Vill- 
moare, who managed the campaign for 
Senator James A. Reed of Missouri, is 
vice-president of the Kansas City Life. 
Charles M. Howell of Kansas City, Mo, 
well known insurance attorney and gen- 
eral counsel for the reciprocal insurance 
concerns, made the nominating speech 
for Senator Reed. 


F. H. DAVIS RESIGNS 
EQUITABLE POSITION 


(CONT’D FROM PRECEDING PAGE) 


He understands the development of 
agents and brings out the best that is 
in them. 

He is what might be called a practical 
psychologist, because all his ideas of 
selling and the training of men are based 
on sound psychology. His record as 
manager of the Equitable at Indian- 
apolis has been brilliant and the terri- 
tory in his charge has shown splendid 
results. He will carry to the home office 
the best to be found in Equitable field 
spirit and his promotion will be popular 
with Equitable men everywhere. 

Mr. and Mrs. Jones will spend two 
months in Europe and he will then take 
up his residence in New York and as- 
sume his new duties. His successor 
in Indiana will probably not be named 
until his return. 


Plan to Entertain Commissioners 


Rapid City, S. D., locally, and the 
Black Hills Association of Commercial 
Clubs, covering the towns of that section 
of the state, are taking the preliminary 
steps toward a proper reception for the 
Insurance Commissioners’ Convention 
to be held the week of Sept. 24. Besides 
the meeting at Rapid City, arrange- 
ments will be made to give the visitors 
a tour of the Black Hills, covering the 
territory between Hot Springs and 
Deadwood. This is not only to give the 
visitors a pleasant time in that part of 
the state, but to show them that the 
so-called “Hills” are in fact mountains, 
with a higher elevation than any of the 
mountains in the eastern part of the 
country, and are only classed as hills 
in comparison with the Rocky Mountain 
ranges farther west. 


Principles of Valuation 


Prentice-Hall, 70 Fifth avenue, New 
York, has issued a valuable book en- 
titled “Principles of Valuation,” by J. A. 
Grimes, valuation engineer, Bureau of 
Internal Revenue, United States Treas- 
ury Department, and W. H. Crigue of 
the income tax unit of the Treasury De- 
partment. This book covers every as- 
pect of the mathematical principles of 
valuation. It correlates and compares all 
methods required by the federal and 
state income tax laws. It shows what 
system or method can be used to value 
income of land, natural resources, capi- 
tal goods, franchises, patents and good 
will. Four methods used to establish 
sinking funds are presented. One chap- 
ter is devoted to life insurance company 
investments. 
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FEW EW LIFE COMPANIES — 
COVERED ON LIABILITY 


Interesting Results Shown by 


Survey Made by American 
Life Convention 


LISTS COMPANY PRACTICE 


Situation as Regards Compensation 


Cover on Agents and Insurance on 
Their Autos Outlined 


27.—That com- 


companies 


ST. LOUIS, June 
paratively few life insurance 
have protected themselves by carrying 
public liability and com- 
pensation insurance on their agents in 
the field and property damage insurance 
en automobiles used by their agents in 
life insurance work indicated by a 
survey recently completed by the Amer- 
ican Life Convention. 


workmen’s 


1S 


Recent inquiries prompted largely by 
the California ruling in the case of Dil- 
lon vs. Prudential, which held the insur- 
ance company liable for the torts of its 
agent, and a Michigan decision that an 


insurance company is liable for the ac- 
cidental death of an agent while solicit- 
ing business, were the basis for the 
survey made by the American Life Con- 
vention. 

Questionnaire Sent Out 


A questionnaire was sent out to all 
member companies, inquiring as to their 
practice in this matter. In all 134 com- 
panies sent in replies. It was found that 
104 of these do not carry any work- 
men’s compensation insurance on their 
agents, while 110 companies are without 
liability insurance on agents. Further 
it was found that the greater majority 
of the companies that do carry work- 
men’s compensation and liability insur- 
ance restrict such coverages. In respect 
to workmen’s compensation insurance it 
was learned that six companies insure 
soliciting and general agents, two com- 
panies cover ali full-time agents and 
another soliciting agents only. 

Property Damage and Liability 


Of the 24 companies 
property damage 


that reported 
and public liability in- 
surance on agents’ automobiles a very 
wide divergence in coverage was ap- 
parent. Property damage lines ranged 
from $1,000 to 10,000, while on public 
ability $5,000/$10,000 to $100,000 was 
reported. The following is a complete 


digest of the survey on property dam- 
age and liability insurance: 
Soliciting Agents 
Prop. Public 
Co Dam. Liability Cover 
1 $1,000 $10,000/$20,000 Blanket 
2 None 10,000 Blanket 
3 2,000 10,000/ 50,000 Blanket 
a rr 10,000/ 20,000 3 ...... 
5 1,000/ 
2,000 10,000/ 20,000 Blanket 
20,000/ 40,000 (Some 
separate) 
6 1,000 5,000/ 10,000 Blanket 
7 None 10,000/ 20,000 Blanket 
8 None Injury 5,000 
Death 10,000 Blanket 
9 1,000 40,000 Blanket 
10 10,000 20,000 Blanket 
11 1,000 10,000/ 20,000 Blanket 
12 1,000 5,000/ 10,000 Blanket 
13° 
14 2.000 10,000 Blanket 
15 1,000 5,000/ 10,000 Blanket 
16 10,000 10,000 Separate 
Salaried — Supervisors, Ete. 
17 5,000 Blanket 
Salarie a ane rvisors) 
18 1, 000  ' Si ers 
(Company _ Cars) 
19 00 5,000/ 10,000 Separate 
« Agency Sune rvisors’ Cars) 
20 000 0,000/ 20.000 Separate 
(Salaried Men Under Company 
Supervision) 
21 3,000 35,000/ 70,000 Separate 
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SOME EXCELLENT ADVICE IS GIVEN TO 


THE LIFE 


INSURANCE SALESMEN | 








The Illinois Life in a recent bulle- 
tin gives some good advice for life in- 
surance men during this year. It says 

Endeavor to qualify for the highest 
office in the company’s field service. 

The great problem with all large con- 
cerns is where to find men qualified to 
continue and advance their interests. 

Your ambition should be to serve the 
company well in whatever position you 
may be engaged. 


Try to learn each day how better to | 


do so and prove by your accomplish- 
ments that your judgment is good. 

Never forget that advanced position 
always brings one added responsibility. 

There is a great demand for men who 
can do things. 

We must never forget the motto, 
“What is worth doing is worth doing 
well.” 

The man who succeds is the one who 
puts his heart into his work and does 


it in a way that would indicate he loves | 


to do it, and not because he has to do it. 
The best place for you to show them 
your value is where you are now sta- 


MODEL OF AETNA LIFE’S 
NEW BUILDING ON DISPLAY 


A model of the new home office build- 
ing of the Aetna Life and affiliated com- 
panies is now on display at the 650 Main 
street building of the company in Hart- 
ford. It is of Colonial design, six stories, 
and will be constructed of brick. It will 
be an oblong building with short wings 


at each end which can be extended 
when future growth demands. The 
architect is John Gamble Rogers. The 
company will break ground in the fall. 


(Agency Supervisors and Superintendent 
Farm Loan Department Only) 
22 ‘one... beeanbeaseen Separate 
(Salaried Field Employes) 
23 1,000 15,000/ 25,000 Separate 


(Company’s Cars in Treasury 
Department) 

24 $1,000 40,000 
(Company Owned ( 


Separate 
“ars) 
agents operating automo- 
liability insurance cover- 
as agent. 


*Requires 
biles to carry 
ing company as well 


Wide Variation in Practice 


In all 134 companies responded. Of 
these 110 companies do not carry lia- 
bility insurance, 113 do not carry prop- 
erty damage insurance. But 13 com- 
panies carry property damage and public 
liability on soliciting agents. Of these 
six restrict property damage to $1,000, 
two to $2,000 and 


one to $1,000/$2,000, 
two to $10,000. One company did not 
state coverage. On liability insurance 


the most popular coverage for soliciting 
agents is $10,000/$20,000 with five com- 


panies so protecting themselves, four 
carry $5,000/$10,000 limits, and three 
flat $10,000. Fifteen companies carry 
blanket coverage on soliciting agents 


while one company has separate cover- 


tioned, by the quality and quantity of 
your work, 

There are many books and clerks at 
the home office to record what has been 
done, but no book in which to enter any 
account of why a man does not succeed. 

No man is asked to do the impossible, 
but all are required to give their best 
efforts and each man’s success depends 
upon his interest and his judgment. 
|}to improve on both. 
| <A salesman is composed of eight parts 
| judgment and two parts talk, 
must use the eight parts well in order to 
use the two parts with effect. 





surance man of good quality will be the 
helps that correct your errors and re- 
|mind you of your faults. 

| Try to be the leading man in your 
| district in both quality and quantity of 
work, 

Success brings more success. 

To write more business one week 
|than another, just see more people on 
the subject that week and the results will 
be gratifying. 








CONNECTICUT COMPANIES’ 
FRANCHISE TAX INCREASED 


HARTFORD, June 27.—Stock insur- 
ance companies doing business in Con- 
necticut must pay franchise taxes to the 
state amounting to $1,293,828, an in- 
crease of $414,102 over the tax paid in 
1927. The tax is based on the fair mar- 
ket value of the capital stock outstand- 
ing of Oct. 1, 1927, at a rate of two 
mills on the market quotation, 

The large increase this year was due 
to increases in the market value of the 
stocks and to increases in the amount of 
stock outstanding. One of the largest 
jumps was in the Aetna Casualty & 
Surety stock, which brought $710 Oct. 1 
1926, and $1,150 on the same date last 
year. The stock of two companies 
neither increased nor decreased. 
Reinsurance stock was valued at $245 
and Standard Fire at *$84 both vears. 
World Fire & Marine decreased from $35 
to $33 a share, and Hartford Life from 
$275 to $200. 

The largest franchise tax must be paid 
by the Travelers, which, with 150,000 
shares outstanding Oct. 1 at a market 
value of $1,450, is taxed $435,000. The 
Hartford Life, with 500 shares valued 
at $200 a share outstanding, will pay the 
smallest amount, $200. 


as 





Company Honors Johnson 


The United States Mutual of Chicago 
has just finished a drive in honor of the 
secretary of the company, A. D. John- 
son. The week of June 18-23 was 
aside and in that week the agency force 
honored the secretary with a weekly 


| industrial accident and health increase 


of $650. Mr. Johnson joined the United 
States Mutual in 1919 and since that 


time has been one of the active factors 
in the building of that company. 
Made Assistant Actuary 

The Manufacturers Life of Toronto 

announces the appointment of George 


age. Separate coverage is the rule for | 
salaried agents, supervisors, etc., the sur- 
vey indicates. 

The decision in the case of Dillon vs. | 
Prudential was handed down by the | 
California District Court of Appeals, 
First District, Division No. 2, Nov. 20, 
1925. It held that the company was 


hable for the negligent operation of an 
automobile by a soliciting agent. The 
accident on which the suit was based 
occurred while the agent was driving to 
the company’s office to attend an 
agency meeting. 
provided that he was to devote his en- 
tire time to soliciting for the company 
and work eight hours a day at such 
employment. The accident was in the 
territory assigned to the agent. The 
company’s defense was that the agent 
was an independent contractor and that 
his movements were not directed by the 
company. 


The agent’s contract | 


L. Holmes as an assistant actuary. Mr. 
Holmes entered the service of the com- 
pany in 1919 on his return from service 


associate of the 


overseas. He is an 

Institute of Actuaries of Great Britain 
and a fellow of the Actuarial Society 
of America. 


Grain Dealers National Covered 





Fifty-four employes of the Grain Deal- 
crs National Mutual Fire of Indianapo- 
lis have recently joined with their em- 
ployers in acquiring a group life policy 
through the Prudential. The amount of 
the policy involved is $84,000. It is of 
the contributory type. 
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What will help you to become an in- 
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| holders 


CENTRAL OF IOWA TO. 
MEET AN OLD ISSUE 


Policyholder inte the Legal- 
ity of Amount Paid 
Stockholders 


CASE GOING TO TRIAL 


Validity of the Mutualization of the 
Company Will Be Decided 
in the Suit 


DES MOINES, IA., June 28.—The 
validity of the mutualization of the 
Central Life of this city in 1919, and 
the future control of its $30,000,000 as- 
sets is involved in a suit scheduled for 
this week before Judge W. G. 
Bonner. The suit was filed by Clyde R. 
Parks, a policyholder, who seeks to have 
the court set aside a contract under 
which former stockholders have received 


$1,782,929.41 from earnings from the 
business on nonparticipating policies. 
He asks that the money be returned 


to the treasury and that the stockholders 


be enjoined from receiving approxi- 
| mately $1,000,000 more under the con- 
tract. In the decision in the suit, hinges 
the question of the future status of the 
company’s affairs in general. 
Defendants in the Suit 
Defendants in the suit are the old 
Central Life Assurance Society, which 


was a stock company; the present func- 
tioning Central Life Assurance Society, 
a mutual institution, and the stockhold- 
ers at the time of the reorganization. 
The contract under which the stock- 
have received the money was 
made at the time of the mutualization 
between the officers and directors of the 
old stock company and the officers and 
directors of the mutual company. 


Claims Contract Ilegal 


Parks claims the contract was illegal 
because the officers of both companies 
were identical and had, he charges, no 
right to enter into a contract with them- 
selves as officers and directors of the 
mutual company to pay to themselves as 
stockholders of the stock company the 
nonparticipating business earnings. 

In his petition, Parks states the Cen- 
tral Life Assurance Society was organ- 
ized in 1902 with an authorized capital 
of $100,000. In 1907 this was increased 
to $500,000 of which, he says, $200,000 
was paid up in 1916. 


HRensens for Mutualization 


The reason for the mutualization of 
the company in 1919 was on account of 
the extraordinary increase in mortality 
due to the “flu” epidemic, the plaintiff 
says. According to Parks, if the com- 
pany had continued to operate as a stock 
company, the death losses in 1919 would 


have exhausted the surplus and wiped 
out the capital. He maintains that the 
stock of the company was therefore 
valueless at that time. Parks is repre- 
sented by the same attorneys who 
brought suit against the Bankers Life 
now pending in the Iowa Supreme 
Court. 


Farmers Life House Organ 


The Farmers Life of Denver has 
started a new house organ called “Life 
Lights.” The first edition contains a 
foreword from President B. M. Stack- 
house in which he states that the plan 
for the present vear calls for $3,000,000 
new business. The Farmers Life under 
President Stackhouse making com- 
mendable progress. 
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INDIANAPOLIS LIFE 
INSURANCE COMPANY 


GROWING STEADILY 
Insurance in Force 


1905 $325,000.00 
1906 1,281,909.93 
1907 2,158,315.62 
1908 2,344,449.12 


1909 3,037,135.59 
1910 3,760,237.71 


1911 4,451,264.48 


1912 5,756,690.86 
1913 7,011,554.27 
1914 8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 
15,532,346.26 


20,456,374.44 

27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
1924 46,628,369.17 
1925 54,432,038.01 


1926 64,065,097.61 
1927 75,257,687.64 


1928 81,500,000.00 


One of the younger Mutual Companies. LOW INITIAL PRE- 
MIUMS and LARGE ANNUAL DIVIDENDS, making a fine 
record of LOW NET COST to Policyholders. In addition to 
regular dividends, the Company has paid five extra dividends in 
the past twelve years. 
Policy Contracts are modern, up-to-date. All forms of: 

Life 

Endowments = 

Children’s policies from birth Annuities 
Agency Contracts direct with Home Office. These offer you 
broad opportunities to build for yourself an Agency or enter a 
broader field of personal production. 
Operating in INDIANA, ILLINOIS, MICHIGAN, OHIO, TEXAS, MIN- 

NESOTA, IOWA and FLORIDA. 
For Agency Address 


FRANK P. MANLY 
President 
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TRAVELERS CLUBS 
IN ANNUAL MEETING 


Officers of Agents’ Organizations 
in Convention at Groton, 
Connecticut 


GREAT RECORDS MADE 


Names of High Honor Men in Various 
Lines Were Announced at 
Gathering 


GROTON, CONN., June 27.—At the 
annual convention of officers of agents’ 
clubs of the Travelers, which opened at 
Eastern Point, Groton, Conn., today it 
was announced that the total number of 
agents qualifying in the six clubs last 
year was 3,066. Of this number, 323 
elected themselves by their accomplish- 
ments for official positions as presidents, 
vice-presidents at large, district vice- 
presidents, or members of the Presi- 
dent’s Club. Twenty-seven agents 
qualified for more than one office. 

The club officers proved themselves 
outstanding producers of multiple lines, 
as is shown by the statement that the 
average premium volume per agent of 
the 323 club officers was $51,642, and 
that the business reported showed a 
good volume from every line written by 
the three Travelers companies. 

Life Insurance Production 


New life insurance paid for by the 
club officers in 1927 was $110,157,000, 
and the total life premiums paid in 
amounted to $8,837,000. The total acci- 
dent and health premiums of the 323 
club officers was $1,704,589; total cas- 
ualty premiums, $4,494,417; group pre- 
miums, $1,390,750, and fire premiums 
$253,648. The total premiums which 
the 323 officers paid to The Travelers in 
1927 amounted to $16,680,486. 

Life Club Membership 


The membership in the life club was 
the largest, with a record enrollment of 
1,488. William G. Thayer Shedd of 
Johnston & Collins Company, New 
York, qualified as president of the Life 
Leaders Club in 1927 for the second 
consecutive year. The 1,488 members 
of the life clubs produced in new life in- 
surance during the year $343,722,000, an 
average production per member of 
$231,000. 

The 24 vice-presidents at large of the 
Life Leaders Club paid for an average 
individual production in new life busi- 
ness of $1,130,061, and the 106 district 
vice-presidents paid for an average in- 
dividual production of $475,357. These 
individual records of life production do 
not tell the whole story, because the 
officers of the life clubs also produced 
premiums in accident, group, casualty 
and gre amounting to $2,564,169, an 
average of $19,573 in premiums other 
than life premiums per officer during 
1927. 


Automobile Preduction 


The automobile clubs, with a mem- 
bership of 831, were the second in size. 
The president for the second consecu- 
tive year is J. Watson Beach of Hart- 
ford. The 831 members of the auto- 
mobile clubs in 1927 paid for $3,173,353 
in new automobile premiums, an aver- 
age of nearly $4,000 each. 

The accident insurance clubs had a 
membership of 381 in 1927, and the 56 
members of the Accident Leaders Club 
paid for just under $200,000 in new acci- 
dent and health premiums, an average 
of $3,549. In addition the 425 members 
of the Accident Producers Club paid in 
new accident premiums $436,775. W. B. 
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Watkins of Cleveland, who has repre- 
sented the Travelers 21 years as a 
branch office agent, is president of the 
Accident Leaders Club. 

Burglary Clubs 


The burglary insurance clubs in 1927 
had a membership of 117, which is more 
than twice ahe membership of the clubs 
the previous year. The new paid bur- 
glary premiums produced by the club 
membership during the year was $187,- 
987. The president of the Burglary In- 
surance Leaders Club is C. E. Hull of 
Montreal and his nearest competitor 
was F. W. Brown of Toronto. 

There were 191 members in the group 
club for last year, and the members pro- 
duced 384 group cases and 190 group 
accident and sickness cases. The presi- 
dent of the group leaders club is Jess 
Johnston, Fort Worth, Tex. 

Last year was the first official year 
of the President’s Club. There were 
58 who qualified for this highest of 
Travelers honors. The president of the 
President’s Club is Conrad C. Klee of 
Binghamton, New York. Mr. Klee has 
been the winner of many distinctions 
and ‘prizes, and has represented the 
Travelers more than 20 years. 


Reports Huge Gain in 
Life Insurance Sales 


HARTFORD, June 28.—The Life 
Insurance Sales Research Bureau re- 
ports that $834,557,000 of ordinary life 
insurance was paid for in May. This is 
an exceptional volume to be written in 
a single month and is exceeded only by 
the record production in December, 
1926, and a slightly higher total for 
March, 1927. 

Different sections of the company 
show excellent gains for May this year 
over the same month last year. New 
England showed an increase of 9 per- 
cent; the middle Atlantic section 12 
percent; east north central 10 percent; 
west north central 18 percent; south At- 
lantic 7 percent; east south central 12 
percent; west south central 15 percent; 
mountain 7 percent and Pacific 5 per- 
cent. 

Several states made excellent gains 
for May, 1927, over last year. Only 
Michigau, Alabama and Louisiana failed 
to show gains. Maine increased its pro- 
duction 35 percent; Nebraska 31 per- 
cent; Nevada 38 percent; North Dakota 
30 percent; Missouri 30 percent and 
New Jersey 27 percent. 





H. P. HAMMOND OF TRAVELERS 
TALKS ON PENSION FUNDS 





H. Pierson Hammond, assistant ac- 
tuary of the Travelers, spoke recently 
before the Northern Baptist Conven- 
tion in Detroit. Mr. Hammond is the 
actuary of the convention’s retiring pen- 
sion fund. He said that the value of 
a pension system depends primarily on 
its dependability. A system which is 
dependent upon charity is always prob- 
lematic and the cost under it cannot be 
determined accurately. Mr. Hammond 
stressed the importance of a _ reserve 
fund similar to those which life insur- 
ance companies maintain. The conven- 
tion’s retiring fund now amounts to over 
$6,000,000, of which but 12 percent has 
been paid by member ministers and mis- 
sionaries. 


Rockwell in New Post 


C. P. Rockwell has been elected as- 
sistant secretary and actuary of the St. 
Joseph Life, St. Joseph, Mo. He has 
been in the actuarial end of the insur- 
ance business during the past 10 years. 
one-half of which he has been first as- 
sistant actuary and then actuary and 
examiner of the Texas insurance depart- 
ment. Then he was actuary and exam- 
iner for the South Carolina department. 


The Globe Life of Nebraska has been 
licensed in Maryland. 
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General Agency System 


In Life Insurance 


H. HAZARD, head of the depart- 

* ment of publications of the New 
England Mutual Life, in referring to 
the claim of the State Mutual Life that 
it established the oldest life general 
agency in the central west at Cincinnati 
questions whether this was a general 
agency in the sense that is now used. 
He believes that these general agencies 
at that time were purely local agents. 
Mr. Hazard states that the New England 
Mutual Life during 1844 and 1845 had 
such local agencies in practically all of 
the New England and middle states and 
in the seaboard cities of Charleston, Sa- 
vannah and Mobile. It adopted the gen- 
eral agency system, strictly so-called, 
in 1865. The first meeting of the general 
agents of the New England Mutual as a 
body took place in New York in 1869. 


J. N. SHOCKEY, VETERAN 
INDIANAPOLIS AGENT, DIES 


At the age of 76, James N. Shockey, 
popularly known as the “youngest old 
man in the insurance business,” died 
recently at Washington, D. C. Until 
shortly before the time of his death, 
Mr. Shockney was associated with the 
Flickinger general agency of the John 
Hancock Mutual Life at Indianapolis. 
He was nearing his three-score and ten 
when he contracted with that office, 
after a highly successful career of 30 | 
years in the real estate and insurance | 
business in Indianapolis. | 
_At the age of 70 he retired from ac-| 
tive business and went to New Orleans, 
but idleness quickly irked him and less | 
than a year later saw him back in life | 
insurance with the John Hancock agency 
in Detroit. He was agency supervisor | 
there for two years, when he returned | 
to Indianapolis as a special agent. 

Mr. Shockney was an eloquent speaker 
and much in demand. He regularly 
conducted the Monday morning meet- | 
ings of the Flickinger staff and spoke | 
inspiringly there as well as at larger 
gatherings of the agency. He pos- 
sessed a remarkable receptiveness to 
new ideas, unusual in one his age, and 
was of the perennially youthful type 
and thoroughly modern in his busi- 
ness methods. 

He retired just a few months ago and 
died while visiting his daughter in 
Washington, D .C. He was buried in 
Crown Hill Cemetery, Indianapolis, 
members of the E. E. Flickinger agency 
acting as pall bearers. 








MUST FILE THE INCOME TAX | 





Bureau of Internal Revenue Promul- | 
gates Ruling on State Insurance Com- | 
misisoners Liquidation Transactions | 





The general counsel for the Bureau 
of Internal Revenue at Washington has | 
ruled that the superintendent of insur- 
ance of New York is required by statute 
to file returns of income of an insur- 
ance company which he is liquidating. 
[he general counsel says that the 
method of liquidating insurance com- 
panies under the New York law seems 
to differ in no essential from the method 
prescribed by the statutes of many 
states for the liquidation of insolvent 
banks through the state officer who has 
general supervision over state banks. 
[he bureau has always considered such 
a permanent officer as a receiver when 
atcing in the liquidation of a bank. This 
has been definitely decided, the general 
counsel says, by the United States 
Board of Tax Appeals in the case of 
Clifton City Bank vs. Commissioner of 
Internal Revenue where numerous 
authorities to this effect are cited. 


ARKANSAS——CALIFORNIA—9© 
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Miss Florence Saltzstein, daughter of 
A. L. Saltzstein, general agent at Mil- 
waukee for the New England Mutual 
Life, who graduated from Smith college 
with the class of °28, was awarded spe- 
cial honors for distinctive academic 
work while a student. 


| 
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LIFE INSURANCE EDITION 
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Everyone who can af- 
ford a good radio set 
knows W S M.— That 
partly accounts for the 
phenomenal success of 
so many Shield Men. 















































TWENTY-EIGHTH ANNUAL FINANCIAL STATEMENT 
YEAR ENDING—DECEMBER 31, 1927 
ASSETS LIABILITIES 
Bonds and _ Stocks Legal Reserve, Life 
Owned ........0+.. $ 9,831,749.82 Insurance Policies. .$10,973,342.00 
Principally Govern- American Experience 
ment, State, County, 3%%, Standard and 
and Municipal Bonds Sub-Standard A%. 
Legal Reserve, is- 
Real Estate Loans 4% bed * 
+ . ” 9 £9607 ability Policies .... 202,030.37 
— eee on SRS 71 596,973.48 Contingent Reserve.. 2,888,754.55 
or less of property Reserve for Epi- 
value DO” cccnencedese 1,000,000.00 
Cash in Banks and Gross Premiums Paid . 
GOO cucoceseaces 896,361.55 in Advance ....... 387,914.83 
($725,381.47 at interest) Taxes Accrued, but 5s 
Real Estate Owned.. 834,606.46 not Due ..... sees 331,905.36 
Mainly Home Office Due to Agents on 
Building Bonds, Deposits, etc. 403,013.07 
Loans on Bonds and . Mainly a Savings Fund 
PEN ausniccbencees 114,625.00 Policy Claims in 
, . : Process of Payment 
Net Unpaid and De- ce and Adjustment ... 179,882.35 
ferred Premiums .. 457,975.03 All Other Items...... 41,770.42 
Policy Loans ........ 283,626.19 Liabilities Other Than 
Interest Accrued and Capital and Surplus 16,408,612.95 
MNEEE cuscevecenes 262,555.75 Capital and Surplus.. 3,869,860.33 
Total Assets ...... $20,278,473.28 Total Liabilities ..$20,278,473.28 
Total Claims Paid 28 Years Ending December 31, 1927.....- $ 57,976,110.40 
IL Total Life Insurance in force December 31, 1927..+++++++++ 235,583,186.00 
OLORADO ILLINOIS INDIANA IOWA KANSAS—————_KENTUCKY tricone emma, | 
a3 z 
‘INDEPENDENCE FOR DEPENDENTS | 
8 
Request details for our remunerative contracts for rs 
AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 
You will benefit by our special attention now to these States z 
3 
> 
ta 
SECURITY LIFE INSURANCE COMPANY OF AMERICA =; 
: > 
Oo. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President | 
WEST VIRGINIA 





OHIO—————OREGON ———— PENNSYLVANIA————-TENNESSEE————_VIRGINIA—_ WASHINGTON — 








George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington, 

Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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Your Future Business 


Your future business de- 
pends upon the approval of 
your present policyholders. 
Are you delivering the contracts and serv- 
ice that will lead them to place additional 
business with you and recommend you to 
others? 





Connecticut General policyholders tes- 
tify eloquently to their satisfaction with 
the Company. The additional insurance 
they buy every year makes up more than 
one-third of the Company’s new business. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 



























































FIRST IN ILLINOIS 


Of all the Illinois legal reserve companies, the CHICAGO NATIONAL LIFE wrote 
more new business in its Home State in 1927 than any other company. Here is the 
record, with the companies ranked according to their new business in Illinois during 
1927: 





Began to Age, New Business 








Rank Name of Company Write Business Years Written in 1927 
1 CHICAGO NATIONAL LIFE ...... 1922 6 $18,072,785 
_ -* Y & 2 Sees 1868 60 16,958,234 
ee a ag wns Wi winch 1900 28 16,112,974 
ee nanan 1893 35 14,893,371 
5 Continental Assurance ............... 1911 17 13,722,608 
a a acd ae oa a hs caine ak wae 1908 20 10,546,510 
Oe 8 EL errr er 1926 2 10,183,295 
I cco can ebecee seh eeenen ee 1884 44 7,109,361 
IE Ec ccaae. veseeccawan 1905 23 6,917,766 
BP IND 5 6 os odncecaeveccecus 1907 21 6,114,465 
I 6 ona 6sneicsccosanccnes 1907 21 4,832,812 
6 0 6pNertls Amporicam Like .... nc csccccce 1907 21 3,517,400 
18 Abraham Lincoin Life ............... 1920 8 3,433,533 
Te ES errs 1907 21 3,410,727 
a OE OE rer reer ee 1908 20 3,306,482 
16 WMississippi Valley ..............++++. 1927 1 2,580,732 
29 CemmremOte Le 2... ccc cccccccccece 1927 1 2,395,000 
eS Fre orrieTrrrer 1924 + 2,298,017 
19 Twentieth Century Life .............. 1927 1 2,277,704 

i) ee ce keceekeanssanees 1910 18 2,206,947 

91 Springfield Life ............-...seees- 1924 4 2,107,839 

22 Washington Fidelity ................. 1926 2 1,656,273 

GHD Aart LAO once ccccccccscvccccsccess 1921 7 1,499,525 

94 60 -« Citizens National .............eeeeee. 1927 1 1,017,654 

25 Northwestern Union ..............+:+- 1923 5 706,603 


In other words, the CHICAGO NATIONAL LIFE made a better production record 
in Illinois in its sixth year than was made by any’ other Illinois company, the 
majority of whom are from two to ten times older than it is. ; 

The preference thus shown for the CHICAGO NATIONAL LIFE by people in a 
position to know it best is an advantage that should appeal to agents. Open terri- 
tory for General Agents in Illinois, Indiana, Iowa, Kentucky, Missouri and Kansas. 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’! Manager 























COMMISSIONS LINKED 
UP WITH CONSERVATION 


Many Factors Involved in Keep- 
ing Life Business on 
the Books 


UP TO INDIVIDUAL AGENT 





Unique Methods Are in Vogue, Yet 
Field Man Is After All 
Responsible 


NEW YORK, June 28.—Conserva- 
tion work has developed so tremen- 
dously in the past few years, that to- 
day there are few life insurance com- 
panies and agencies that do not have 
some definite, organized program in 
this connection. The growing lapse 
rate, which followed closely upon the 
tremendous growth of business, pointed 
to a definite need for strenuous efforts 
in this direction, and now agents and 
company officials alike are concentrat- 
ing upon it. Many and unique are the 
plans in operation, yet, after all of the 
divergent practices have been studied 
and tried, it is evident that in the final 
analysis it is strictly an agency problem 
—and in connection with the latter, it is 
largely related to the item of commis- 
sions. 

Commissions Important 

Commissions and conservation go 
hand in hand. So evident is this that 
many companies are now experiment- 
ing with new commission plans, hoping 
to improve the conservation work of 
their organizations. It has been found 
that the agents must have a definite in- 
terest in the policies, other than a phil- 
anthropic attitude, if they are to con- 
scientiously pursue the old policyhold- 
ers and keep them on the books. In 
some cases the old basis of small re- 
newals for several years has been aban- 
doned and these renewals commuted for 
an immediate return for the first two or 
three years. For example, one com- 
pany follows its 55 percent first year 
commissions with two 12 percent years 
and one 9 percent. This gives added im- 
petus to the reselling of the policy on 
renewal dates, and it is believed by some 
has been conducive to a lower lapse 
rate. Another company has made a 
still larger second year commission, in 
order to stress the importance of first 
year renewal. 


First Renewal Vital 


It is well recognized by life under- 
writers that the first renewal is the cri- 
tical time in the life of a policy. If 
the policyholder is carried past the first 
renewal, he is very apt to remain on 
the books, Certainly, if he stays past 
the second renewal he is fairly well as- 
sured as a permanent policyholder, ac- 
tual emergencies being excepted. These 
first renewals are thus the important 
items of consideration, and thus it has 
been thought by some that the in- 
creased commission percentage would 
aid in improving thé renewal rate at 
this time. 

This is not always the case however. 
For instance, in England there is in 
vogue the custom of life interest in the 
policy on a very small commission 
basis, usually about 2.5 percent. This 
is not a large commission, yet being a 
life renewal, there is a tremendous 
vested interest in the policy, and the so- 
licitor in England thus finds it worth 
his while to maintain a policyholder on 
the books. There is of course a great 
difference in the methods of solicitation 
in England and this country, so that 
the commission basis is not actually 
comparable. In England the business is 
sold on a different basis in the first 











place. Few policies are sold on the high 
pressure basis that is quite common in 
the United States, and when an Eng- 
lish policyholder is put on the books, 
he is put there because he is convinced 
that he is buying a necessity. There 
has always been a more technical ap- 
proach to the insuring public in Eng- 
land, so that the policyholders take out 
their policies with a reason. Thus, the 
renewal effort might not have to be 
as strenuous as in this country, where 
many policies are taken out with no 
particular reason other than that the 
salesmen sold them. 


Far Reaching Question 


This, in fact, is one of the important 
factors in all conservation work. Con- 
servation actually extends into all 
phases of the business, and cannot be 
said to be any one particular depart- 
ment’s problem. It is of course largely 
an agency problem, yet all factors must 
be considered. In the home office, there 
must be coordination of all departments, 
so that the policyholder will have the 
most efficient service available at all 
times. Such small items as inefficient 
office methods, a delay or failure to 
change addresses, may often result in 
lapses. There are countless ways in 
which the home office can coordinate 
the efforts of the field and the policy- 
holder and reduce the lapses notably. 
Also, the conservation work is after all 
directly traced to the head of the com- 
pany, and particularly to the head of the 
agency department in the home office. 
The agency department is usually 
molded after the type of the agency 
leader, and thus the efforts along this 
line in the field will be directed largely 
by the efforts of the home office leader. 


Is Ficld Problem 


Out in the field, of course, is the only 
place where actual conservation work 
can be carried out. The home office 
and even the general agent can help to 
a great extent by circularizing policy- 
holders. They can help by keeping in 
constant touch with them, and sending 
them letters of encouragement, both be- 
fore and after renewal dates. They can 
do countless things of this nature and 
yet in the end be of no avail, if the 
agent himself has not properly ap- 
proached the problem. Conservation is 
not only an agency department problem, 
but it is a problem for the individual 
agent. It begins with the selling of the 
policy and depends largely upon the 
type of salesmanship of the agent. If 
the business is not properly sold in the 
first place, there is every likelihood that 
it will slip off the books, and every re- 
newal date is an eminent lapse date. 


Cash in Advance Valuable 


Particularly is this true if the business 
has not been put on the books in a sub- 
stantial way. That is, if the practice 
which is so common in the field, of 
taking notes rather than cash for pay- 
ment of the first year’s premium, is ag- 
gravated, a high lapse rate can be ex- 
pected. In cases where an agent will 
take just enough cash to cover the home 
office share of the premium, taking notes 
for the balance, there is a very great 
danger inasmuch as this leaves the bulk 
of the money to be paid at a later date, 
possibly at the renewal date. At that 
time, when an entire additional prem- 
ium is being sought, it is difficult to se- 
cure repayment of the note, and there is 
very likely to be a disturbed relation- 
ship, if not an actual lapse. This again 
is very closely allied to the matter of 
commissions, as those companies that 
grant general agency payments ap- 
proaching the 100 percent mark are en- 
couraging lapses in fact though they 
may be discouraging them in theory. 
If there is but 15 percent or less margin 
between the general agency return o 
the first year premium and the home 
office share, this abuse of the note pri- 
vilege becomes a marked factor. 

Direct Results Seen 

In many cases this has been actually 
encountered in the field. In many cases 
it has been overcome by a reversion to 
the cash in advance plan and those of- 
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fices which demand cash on delivery of 
the policy have profited accordingly. 
When the complete first year premium 
is paid in cash, the renewal is not the 
problem that it is where there are notes 
to be taken up during the year or at the 
end of the year. The effect of such 
a program is indicated by one company 
which, without a conservative program 
for many years, showed a remarkable 
renewal rate. A five year experience 
showed that at the expiration of five 
years it had well over 75 percent of the 
business in force, despite both the com- 
bination of lapses and policy maturities 
by death. Another company shows a 
rather high renewal rate, which is cred- 
ited largely to the fact that it receives 
97 percent of its first year premiums in 
cash. 
Watch Agency Turnover 


Another factor linked up with this 
general problem is that of agency turn- 
over. Agencies where the men are con- 
stantly coming and going are more than 
likely to show a high lapse rate. This 
is natural, for the reason that policy- 
holders constitute a personal clientele, 
and a loss of an agent would naturally 
lead to a loss of some business. Not 
only is this true of the occasional loss of 
an agent, but it is strikingly seen in the 
case of companies that have a persistent 
high rate of turnover in the agency 
ranks. Companies operating on the 
basis of getting the business at any cost, 
constantly put on new men to take their 
immediate offerings, and then permit 
them to leave. A great amount of the 
business slips with the men. 


Proper Salesmanship Basic 


Not only is it advantageous to the 
agent to secure cash with the policy, but 
it is essential for a proper conservation 
program that the agent become a life in- 
surance engineer to the extent to that 
he is actually sells policies to fit definite 
needs. Selling on the basis of friend- 
ship or just to make a sale is not build- 
ing a permanent business. Where the 
policyholder has bought his policy for a 
definite purpose, he is very apt to be 
seriously pressed financially before he 
will permit this purpose to be over- 
looked. Also, the efficient conservation 
program would call for the agent’s per- 
sistent follow-up of his business, to keep 
the purpose of the policy before his 
client and to be certain that individual 
needs of the clients are adequately pro- 
tected at all times. Changes in policies, 
policy forms and proportions are often 
essential and if the agent is not con- 
stantly on the ground to take care of 
these changes, other agents will be there 
to do it for him. 

It is often advisable for him to notify 
the policyholder of his impending reé- 
newal before the actual renewal date has 
arrived. As it has been found profitable, 
some send these notices in the form of 
attractive personal letter, rather than the 
routine notice. Also many agents and 
general agents have found it to their 
best interest to even make the receipt 
an interesting note, rather than an un- 
decipherable blank stuck into an other- 
wise empty envelope. All of these de- 
tails are important in the long run and 
go to create good will among the agent’s 
clientele. The innumerable factors that 
enter into this work illustrate the im- 
portance of a conservation program, 
showing that all departments of the com- 
pany are interested and yet the agent is 
the one upon whom full responsibility 
must rest and whose efforts will alone 
guide his and the company’s accomplish- 
ments. 





Guardian Life Convention 


The Guardian Life convention will be 
held in Montreal Aug. 14-16. More than 
100 fieldmen have already qualified for 
Leaders Club membership and the con- 
vention trip, with an unusually large 
number qualifying for the higher club 
honors this year. It is expected that 
close to 250 leaders will assemble at the 
convention, accompanied by their fam- 
ilies and friends. 
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RECENT COURT DECISIONS 








Knowledge of Medical Examiner in 
Respect to Applicant’s Health Held 
Knowledge of Insurance Company. In- 
sanity Held to Be a Disability Within 
Terms of Disability Provision of Life 
Policy—In Old Colony Life vs. Julian, 
Supreme Court of Arkansas, 299 S. W 
366, the policy issued to Julian contained 
a provision for the payment of certain 
sums in case the insured became dis- 
abled due to bodily injury or disease. 

After the policy had been in force a 
short time, the insured became insane. 
Upon receiving knowledge of this, the 
company brought action to cancel the 
policy on the ground that the insured 
gave false answers in the application 
and it was further contended that in- 
sanity was not a disability. within the 
terms of the policy in any event. In 
answer, defendants filed a cross com- 
plaint for recovery on the policy. 


Influenza Not Reported 


There was some evidence that the 
insured in applying for the insurance had 
omitted to disclose the fact that he had 
had influenza several years prior thereto. 
On the other hand there was evidence 





that the medical examiner was advised 
of this illness the insured had suffered, 
and stated that it was not necessary to 
include it in the application as it was 
not one of the diseases listed. 


trial resulted in a judgment in favor of 
the defendants on their cross complaint 
for a recovery on the policy. From this 
the company appealed and the higher 
court in reviewing the record and in 
affirming the judgment, said: 

“It is first contended, for a reversal 
of this case, that the insured fraudu- 
lently concealed from the medical ex- 
aminer his illness in 1918. We do not 
think the preponderance of the evi- 
dence supports appellant’s contention in 
this regard. On the other hand, we 
think a decided preponderance of the 


evidence shows that the medical exam- | 


iner was advised of the illness of 1918 
and made the statement to them that 
it was not necessary to report it in part 
2 of the application, as it was not one 
of the diseases listed. ... 

“But, even though it be admitted that 
no such conversation took place, and 
that he neglected to tell the medical 





ll 


examiner regarding his illness in 1918, 
still it does not necessarily follow that 
it was fraudulently done, for, at the 
time of the examination and the answer 
to the question, according to the medical 
examiner's own confidential report and 
other evidence, he was a man in fine 
physical condition and a good insurance 
risk, without any apparent disease, either 


|of body or mind, and appeared to be 


- | younger than he actually was. 
On the above state of the record, the | ~ g ; 


“Therefore, whatever impairment of 


| his health there might have been by the 


lability of the 


attack of influenza in 1918, he had ap- 
parently fully recovered therefrom in 
1923, when he was examined for this 
insurance, and there is no substantial 
evidence in the record connecting the 
disease from which he now suffers with 
the attack of influenza in 1918, 
Definition of Disability 


contended that the dis- 
insured does not come 
within the terms of the policy, and it 
is urged that the uncontradicted evidence 
shows that the insured’s physical con- 
dition is as good now as it ever was. 
The disability referred to in the policy 


“It is next 


| is defined under miscellaneous conditions 
| to be: 

| “*The total and permanent disability 
lof the insured herein referred to must 
| be due to bodily injuries or disease. .. . 
| such as to prevent the insured then and 
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Successful Salesmen 


y ge success of a life insurance salesman de- 
pends, first of all, on the individual man him- 
self, and, secondly, the company he represents. 


Just as life insurance cannot create riches for a pol- 
icyholder, a life insurance company cannot MAKE 
salesmen successful. 
vide for the SAFETY of riches and the CREA- 
TION of comfortable living incomes, and likewise, 
a life insurance company can ASSIST in making 
a successful salesman of the man who is made of the 


BUT, life insurance can pro- 


Mutual Trust is a salesman’s Company. We ap- 
preciate the important part they play in our busi- 
| ness and believe in helping them to help themselves. 


Send for Your Copy of 
“CHOOSING A COMPANY” 


CARL A, PETERSON, Vice-President 


Mutual Trust 


LIFE INSURANCE COMPANY 


EDWIN A. OLSON, President 
77 West Washington Street 
; CHICAGO, ILLINOIS 
cAs Faithful as OLD FAITHFUL” 
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TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 
bama and Louisiana. 





If you are interested in selling life 
insurance you will be interested in the 
key to the Gem City Life’s record of 
increasing assets and insurance-in- 
force nearly ten fold in ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


If you will write I. A. Morrissett, 
vice-president, he will be glad to give 
you complete details of our agency 
contract and reasons why it will pay 
you to join the Gem City Life. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I, A. MORRISSETT, 
Vice President 


The Reason 


will interest youif...... 








at all times thereafter from performing 
any work or conducting any business for 
compensation or profit.’ 

“While it is true that he is strong 
physically, it is also shown that he is 
totally and permanently disabled by rea- 
son of insanity that amounts almost to 
imbecility, such as to prevent him from 
being intrusted with any responsibility. 
We therefore hold that he is totally dis- 
abled within the meaning of the policy, 
and that there is no substantial evidence 
in the record tending to show that this 
disability has any connection with the 
case of influenza he had in 1918. . . .The 
judgment is accordingly affirmed.” 


Where Local Agent Delivered Policy 
Contrary to Instructions and Insured 
Had Knowledge of This Fact Held Such 
Delivery Did Not Bind the Insurance 
Company—lIn Shuff vs. Life & Casualty, 
Supreme Court of Louisiana 114 So. 637, 
the company had two agents in its em- 
plov who were intimate friends and 
roommates. One of these wrote a policy 
on the other’s life, and in return the 
insured agent wrote a policy on the life 
of a child of the other agent. 

The application for the policy on 
the life of the agent was accepted and 
a policy sent to the latter’s friend for 
delivery. It provided that it should not 
be delivered unless the insured was at 
the time in sound health. When the ap- 
plication for this policy was taken the 
insured was in good health. 

Delivered Policy 

However, when the policy was re- 
turned for delivery the insured was in 
the hospital suffering from a dangerous 
ailment. Despite this fact the agent, 
friend of insured, made delivery of the 
policy, and at this time both the agent 
and the insured knew that this should 
not have been done. The insured died, 
and the company denied liability on the 
ground that the policy should never 
have been. delivered. 

In an action on the policy a judgment 
was renderéd in favor of the company. 
On appeal the higher court in reviewing 
the record and in affirming this judg- 
ment, said: 

We do not believe that either the 
agent or the insured, in this case, in- 
tended to defraud the company, for the 
insured was apparently in sound health 
when his application for insurance was 
accepted. It is more likely that both 
the agent and the insured believed, when 
the policy was delivered, that the in- 
sured would regain his sound health in 
consequence of the operation, and that 
his illness at the date of the policy would 
cease to be a matter of importance. But 
the fact remains that the insured knew, 
when he received the policy, that the 
agent was delivering it without authority 
and contrary to instruction. There was, 
therefore, no deception or misrepresenta- 
tion on the part of the agent. 

“In every case where a court has 
held that an insurance agent could, in 
spite of a prohibition written in the 
policy, bind the company by his waiver 
of a stipulation written in the policy 
for the protection of the company, the 
decision was founded upon the finding 
or assumption that the company was in 
the attitude of having held out to the 
insured or to the public that the agent 
had the authority assumed by him, so 
that the insured in such case was, 
through the fault of the company, led to 
believe that the agent had the authority 
to bind the company. 

“But, when the company is not guilty 
of any deception or misrepresentation, 
either express or implied, and the agent 
does something in violation of a pro- 
hibition contained in the instrument in 
which it is declared that it constitutes 
the entire evidence of the contract be- 
tween the company and the insured. the 
agent is acting for himself and not as 
agent of the company. and he alone, if 
any one, is answerable to the insured 
for the consequence of any such false 
pretense.” 


Reduce Air Mail Rates Aug. 1 


It will cost only one-quarter as much 
to send the average business letter by air 
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mail after Aug. 1 as it does now. On that 
date the rate will be reduced from 1\ 
cents a half ounce to 5 cents for the first 
ounce or fraction and 10 cents for each 
succeeding ounce or fraction. This 
means that an ordinary letter may be 
sent anywhere in this country for 5 cent 
and that an air mail package which now 


requires $2 postage may then be sent to 


any part of the country for $1.05. 

The regulations on air mail are sim- 
ple. Any mailable matter (except per- 
ishable matter liable to damage by freez- 
ing) may be sent by air mail. Regis- 
tered, insured and C. O. D. matter is 
carried by air mail, as are packages not 
exceeding 50 pounds in weight and not 


exceeding 84 inches in length and girth 


combined. Special delivery stamps still 
further expedite delivery of domestic air 
mail. 

Air mail may be deposited in any mail 
box, but sufficient time should be al- 
iowed for collection and transport to the 
main post office in time for shipment to 
the air mail field. Distinctive air mail 
envelopes are desirable, but not compul- 
sory, but the words “Air Mail” or “Via 
Air Mail” must be clearly endorsed on 
the envelope or wrapper. 








COMPTROLLER STABLER OF 
METROPOLITAN RESIGNS 


NEW YORK, June 28.—Walter Stab- 
ler resigned today as comptroller of the 
Metropolitan Life, because of continued 
ill health, and William S. Norton and 
Leonard Fackner, deputy comptrollers, 
were both elected comptrollers to suc- 
ceed him. Mr. Stabler has been with 
the company for 23 years and in charge 
of the mortgage loan division for 20 
years. He joined the Metropolitan in 
1905 as agent for the building and in 
1906 was named comptroller. 

Mr. Norton has been with the com- 
pany 17 years and has been in charge 
of mortgage loans in New York and 
other large cities. Mr. Fackner has 
been with the company 11 years and 
has been in charge of mortgage loans 
in all other territory, country-wide. 
Both had long real estate experience 
prior to their connection with the com- 
pany. Upon accepting the resignation of 
Mr. Stabler, President Haley Fiske and 
the directors of the Metropolitan ex- 
tended regrets that this was necessary 
and an expression of appreciation for 
his long service. 





Insurance Almanac Published 

The “Weekly Underwriter,” 80 Maiden 
Lane, New York, has gotten out the 
1928 edition of the “Insurance Almanac,” 
which is one of the most valuable ref- 
erence books in the field. This is the 
largest edition that it has published, 
more than 1300 pages being given. The 
price of the book is $3. 


C. L. U. Examinations at Detroit 


Examinations were conducted the past 
week in Detroit by the American Col- 
lege of Life Underwriters. The Certi- 
fied Life Underwriter degree is given 
those passing the tests, which were held 
at the University of Detroit with Dean 
Carl H. Seehoffer in general charge. 


Group Cover for Briggs Plant 


The Missouri State Life has placed 
more than $13,000,000 of group life in- 
surance on the 11,000 employes of the 
Briggs Manufacturing Company of De- 
troit, makers of automobile bodies. The 
insurance is on the contributory basis. 
There is no waiting period. New em- 
ployes become eligible immediately and 
the insurance has been made a part 0! 
the employment record. 


Canada Life Club Convention 


The eastern section of the Canada 
Life’s Century Club held its annual con- 
vention at Bigwin Inn, Lake of Bays, 
Ontario, last week. 
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FREEDY WAGES WAR ON 
UNLICENSED COMPANIES 


(CONTINUED FROM PAGE 3) 


for premiums and, as agents of an un- 
licensed company, subject to a fine. His 
attitude presents an interesting situation, 
as the American National is not licensed 
in several other northern states in which 
the Blue Goose group plan is being 
worked up. The company is a large 
one with over $500,000,000 of business 
in force, but it operates financially in 
the south and southwest. 

It is possible that the insurance com- 
mittee of the grand nest, of which E. D. 
Marr of Kansas City is chairman, may 
come to the aid of Blue Goose members 
in Wisconsin by soliciting them direct 
from Kansas City, in this way remov- 
ing the necessity of a Wisconsin agent 
and at the same time not running afoul 
of the Wisconsin law. 

Mr. Freedy’s stand in this matter is 
merely an indication of how determined 
he is to have all or as much as possible 
of the business in Wisconsin written by 
companies that are licensed in the state. 
He believes that it his duty to protect 
the citizens of Wisconsin from the dan- 
gers attendant upon insuring in unli- 
censed companies. 

After Company Writing Churches 


In his straight from the shoulder talk 
to the field men of Wisconsin Mr. 
Freedy said plainly that he hopes to be 
able to “soak” the fire insurance com- 
pany that is apparently writing Catholic 
church business in Wisconsin through 
the Martin Brothers agency of Omaha, 
Neb. Mr. Freedy stated that as nearly 
as he had been able to discover, the 
Martin Brothers office has written a 
master policy and issues certificates in 
the name of the “Catholic Relief So- 
ciety” to the churches in Wisconsin 
which buy the insurance. The certifi- 
cates do not show the name of the issu- 
ing company, but indicate the amount of 
the “donation,” the term of the cover- 
age and the name and location of the 
church. 

Soiffe company is thus writing consid- 
erable business in Wisconsin without 
the use of a Wisconsin agent but is in- 
stead using an Omaha, Neb., agent not 
licensed in the state, and not permitted 
by law to write any business in Wiscon- 
sin unless countersigned by a Wiscon- 
sian. Mr. Freedy cited this as typical 
of the sort of irregular procedure that he 
intends to make impossible in Wiscon- 
sin. He contends that it should not be 
permitted in any state. 

Mr. Freedy declared that unlicensed 
companies have been running wild and 
that agents should wake up to the dan- 
gers of representing them. He told of 
one agent in Wisconsin who had writ- 
ten a number of target risks in some 
unauthorized companies. For a time the 
agent did a land office business. Then 
the losses commenced to pour in. The 
wild cat companies would not pay. The 
agent was sued by some of his assureds. 
He could not get any help from the 
Insurance department, which had no su- 
pervision. Finally he had to pay the 
losses out of his own pocket, and as a 
final blow, the two per cent tax on the 
premiums that these companies had 
written in Wisconsin. 

PLAN IS NOW ASSURED 

KANSAS CITY, June 27.—E. D. 
Marr of the New York Underwriters, 
chairman of the life insurance commit- 
tee of the grand nest of the Blue Goose, 
announced this week that a sufficient 
number of members had signed up for 
the group life insurance plan to put it 
into effect. All members who sign be- 
tore July 15 can have their certificates 
dated as of July 1. No certificates will 
be issued after July 15, until Oct. 1. 
The average age is over 45, so the cost 
will be $10.50 a thousand for all mem- 
bers. The master policy was signed 
June 19 with the American National of 
Galveston. 





LIFE 


GENERAL AGENTS AND 
AGENTS LOSE MONEY 


(CONTINUED FROM PAGE 3) 

may fly daily and are protected under 
the incontestability clause of any poli- 
cies they have carried for a year or 
two. The executive who bought $200,- 
000 of protection when aviation was 
voung has that amount of protection 
today even though flying be a regular 
part of his business procedure. But if 
he wishes to add $200,000 to his line 
the addition is denied him unless he fly 
over established routes with licensed 
pilots, and in most cases he can obtain 
coverage even under these restrictions 
only at a rated price. 


Exposures Numerous 


Field men point out also that many 
assureds regularly make pleasure flights 
in second-class planes operated by in- 
different pilots, but are protected by the 
incontestability clause. Some corpora- 
tion heads fly their planes themselves. 
Most of them, however, engage a li- 
censed pilot for their planes, as they 
engage licensed chauffeurs for their cars, 
and thus fly as safely as flying can be 
done. 

Almost everyone who flies, either as 
passenger or pilot, avers that flying is 
more safe than is motoring, and most 
flyers insist that the reasons life com- 
panies advance for refusing to issue in- 
surance to those who fly are flimsy. 
Whether this be correct is not a con 
sideration with those whome companies 
refuse the “flying” cases submitted 
Their primary concern is relief until 
such time as the companies have accu- 
mulated experience sufficient for a re- 
vision of underwriting practices. 


Interesting Facts 
Were Brought Out 
During May Canvass 


OME interesting facts were brought 
out in the May campaign conducted 
by the Mutual Trust Life. The company 
requested its agents to mail daily prog- 
ress cards showing the number of hours 
devoted to soliciting, the number of 


| calls made, results obtained, etc. The 


figures show that 6.7 percent of the field 


| force sent in these cards. This group 





wrote 40 percent of the business pro- 
duced by all agents during the month. 
The business produced by the reporting 
agents was $1,198,950. The group ob- 
tained an average of 3.11 interviews a 
day. Out of the six interviews one sale 
was made. The value of the interviews 
was $5.17. The reporting agents earned 
on the average of $18.50 a day, or an 
average of $2.31 for each hour of work. 
The analysis shows that 28 percent of 
the business was written before 10 a. m. 
and that 37 percent was obtained after 
6 p.m. 


Maryland Life Contest Winners 


The Maryland Life has just announced 
the prize winners in its agents’ contest. 
The contest, which was for the largest 
amount of new business with the pre- 
mium amounts taken into consideration, 
ran from March 1 to May 7. Business 
had to be paid for by May 31. The win- 
ners were: B. I. Chapman, Virginia; 
C. L. Webb, Georgia; C. Toy Poole, 
North Carolina; M. D. Holderdy, North 
Carolina; H. A. Phillips, Baltimore: 
C. L. Burgess, Virginia; W. S. Smith, 
Pennsylvania; Bennett Bailey, North 
Carolina; P. L. C. Fisher, Baltimore: 
H. L. Croon, North Carolina: R. L. 
Watson, Georgia, and C. G. Numme- 
maker, Pennsylvania. 


George H. Beaudry Dies 


George H. Beaudry, secretary and 
actuary of the Capitol Life of Denver, 
died Tuesday night, after 24 hours’ ill- 
ness. He had been with the Capitol 
Life for eight years. He was formerly 
actuary of the West Coast Life and the 


Continental Life of Utah. 
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Reaping Has Begun 


Our man-power expansion program has already re- 
sulted in a heavy gain in new business over the first five 
months of last year, demonstrating the effectiveness of the 
plans supplied to our General Agents, and the quality of the 
material for selection and training which was gathered and 
distributed to them. Adding new men and neglecting ade- 
quate supervision is money wasted. Our General Agents 
are adding and are supervising. And a gratifying increase 
of volume of new business is the result, just as reaping 
follows sowing. 


We have openings for men and women who are am- 
bitious, industrious, and intelligent. We can teach them 
how to prosper. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice President Hugh DP. Hart, Vice President 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA, PA. 


Founded 1847 











An Excellent Company 
so rated by Best's) 
and a , 
Splendid Southern City 
combine to offer a 


Real General Agency Opening | 


Atlantic Life Insurance Company 

of Richmond, Virginia 
will give to a proven producer 
and organizer the financial 
assistance and sympathetic 
co-operation necessary to the 
building of the general agency 
in the 


City of Jacksonville, Florida | 


Mr. M.T. Abel, Assistant Sup- 
erintendent of Agencies, will 
be at the Hotel George Wash- 
ington, Jacksonville, from 
July 2-6th, inclusive. 


Let him talk with you about 
our proposition! 
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Another Powerful Oak Falls 


Tue death of Orvitte Tuorr of Dallas, | pated in many of the activities of Dallas. 
Tex., state manager of the Kansas City | Aside 
president of the Na-j| the arts and had a notable collection in 


from business he was a patron of 


Lire and former 


TIONAL Lire UNpberwriters AssoctATtion, | his home. He was a lover of music and 


appreciated it in its finest form. In many 


Dallas he took a leadinz 


removes from the ranks another of the 


old guard who did yoeman service for | institutions of 
life insurance and for the National asso- | part. 
ciation. In December of last year Epwarp Mr. 
A. Woops of Pittsburgh passed on. He] went to Texas many years ago when life 
was undoubtedly the most remarkable life | insurance in the state was not extensively 
insurance field general in the country. He] sold. With his driving power he’ suc- 
found so much to do outside of his own | ceeded in developing salesmen who car- 
ried the gospel into the uttermost limits 
of the great commonwealth. It is stated 
that he had in force in his agency $90,000,- 
000 of insurance. The Kansas City Lire 
had in insurance in force on Jan. 1, $369,- 
602,966. It can thus be seen what an im- 
portant factor Mr. THorp’s agency was. 
leaves a magnificent 


THorp was essentially a builder. He 


agency. 

Mr. Tuorr was a stalwart like Mr. 
Woops. He possessed great innate abil- 
ity. He had the organizing bent. He 

He loved 
Of impres- 


took a great interest in people. 
his business whole-heartedly. 

sive appearance, thoughtful in speech, con- 
THorp whenever He record of 
achievements as a salesman, an organ- 


vincing in manner, Mr. 
he raised his voice commanded attention. 


He partici- | izer and a man. 





He was a many-sided man. 


Distribution of Insurance Proceeds 


THERE is a gratifying increase from | insurance has developed in many direc- 
year to year in the distributions of life | tions and is now being used for pur- 
under their policy poses which were not thought of a quar- 
Claim payments are now so great that; ter of a century ago. Outstanding 
| among these new avenues are business 


companies claims. 
they constitute an important economic 
factor in the life of the nation. Al- 
though 1927 was a light mortality year 


insurance, group insurance, insurance to 
cover inheritance taxes, educational in- 
surance, insurance on the lives of 
women, and insurance for the creation 
The element of accumulation 


show a_ substantial in- 
Of all forms of life 
insurance there are now in force in the 
United States and Canada nearly $100,- | and the and systematic plans 
000,000,000 and nearly 2 percent of this | made possible by life insurance now 
overshadow to a degree the idea of mere 
protection, Life insurance is now used 
for estate building much more than for- 
merly. All these factors give life insur- 
ance a greater economic and social sig- 
nificance than it 
safeguards thrown about life insurance 


the payments 
crease over 1926. 
of estates. 
orderly 
amount was distributed to the public 
last year. While the growth of life in- 
surance has been tremendous in the last 
and this growth 
rapid, much of 
the insurance in force has not yet com- 


quarter of a century 

has been progressively 
once 
menced to mature claims in any great 
amount, so that, large as the claim pay- | investments in these days of hectic spec- 
ulation on the stock exchanges and 
such vast speculations as were involved 
in the Florida boom make the so-called 
insurance form of estate building 
more popular with the average Ameri- 
can than heretofore. Its possibilities are 
just being apprecaited. 


Enthusiasm for His Work 


Tue other day a Negro boy after he! work. Perhaps he was trying to elicit 
had exerted himself in shining a man’s | the furtive tip but there was no mis- 
shoes took great pleasure in the result | taking of the fact that this colored boy 
of his work, looking at them with en- | tried to please and aimed at a good shoe 
thusiasm, saying “Boss, ain’t them fine.” | shine. He taught a lesson that might 
This boy had real enthusiasm in his | be of value to all. 


will be tremen- 
larger in the next quarter of a 
It will not be many years be- 


ments now are, they 
dously 
century. 
fore several billion dollars will be dis- | life 
tributed annually. 

These payments are also much more 
varied in character than formerly. Life 








enjoyed. The | 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 














Larry Doyle of Quincy, IIL, Illinois 
manager for the International Life, died 
last week. Mr. Doyle had been con- 
nected with the Prudential, the Kansas 
City Life and the Northwestern Mutual 
Life. 

There has been some confusion over 
the company identity of J. P. Bower- 
man and his son, Walter G. Bowerman. 
The former is actuary for the George 
Washington Life. The junior Mr. Bow- 
erman, who spoke at the recent meeting 
of the American Institute of Actuaries, 
is an actuary for the New York Life. 


J. Frank Lang, vice-president of the 
Union Mutual Life and connected with 
that company continuously for the past 
56 years, died in Portland, June 22, fol- 
lowing a long continued illness. He was 
76 vears of age. 

Mr. Lang was born in Boston, July 
14, 1851. He became connected with 
the Union Mutual in 1872 as a junior 
clerk when the company was domiciled 
in Boston. He rose through the posi- 
tions of cashier, assistant secretary and 
secretary to vice-president. 


Jerome Clark, assistant superintendent 
of agencies of the Union Central Life, 
returned to the home office last week 
after a brief visit to the Pacific Coast 
agencies, the trip covering Los Angeles, 
Fresno, San Francisco, Portland, Seattle 
and Spokane. A portion of the journey, 


from Salt Lake City to Los Angeles, 
was made by airplane. 
Hugo A. Gutenkunst, 45, prominent 


as an agent for the Equitable Life of 
New York in Milwaukee, was drowned 
June 18 at Pine Lake, Hartland, Wis. 
He fell into the lake from a small mo- 
torboat about 300 feet from shore. A 
coroner’s jury found that death was due 
to accidental drowning. 

It is said that he carried $500,000 of 
insurance, in accident and life policies. 
His accident policies totaled $175,000, 
including straight accident and double 
indemnity on some life policies. 


John R. Dumont, insurance commis- 
sioner of Nebraska, has so far recov- 
ered from his recent operation for 
appendicitis that he has been able to 
leave the hospital and continue his re- 
cuperation at his home. 


James A. Beha, superintendent ‘of 
the New York insurance department, 
is in Houston as an alternate delegate to 
the Democratic national convention. 
He is an enthusiastic booster for Gov- 
ernor Al Smith and is certain the latter 
will receive the nomination for president 
upon the first ballot. A lawyer of New 
York City before his acceptance of his 
present office, Mr. Beha within the past 
three years has had numerous oppor- 
tunities to become importantly identi- 
fied with insurance interests, none of 
which he has favored, however. His 
predilection leans toward judgeship, a 
post his intimates declare he is pecu- 
liarly fitted to occupy and which they 
assert he will sooner or later be given. 


Charles F. Coffin, \ vice-president of the 
State Life, and Edward B. Raub, Sr., 
vice-president and counsel of the In- 
dianapolis Life, recently were named 
directors of the Indianapolis Board of 
Trade. New Officers and directors will 
be installed at a dinner to be held 
July 2. 

Charles C. Clabaugh, general superin- 
tendent of agencies of the Maryland 
Life, has returned to Baltimore after a 
two weeks’ tour visiting agents of the 
company in Pittsburgh, Wheeling, 
Charleston and Clarksburg, W. Va. 
While at Pittsburgh Mr. Clabaugh con- 
ducted a sales conference with Mary- 
land Life men. 

Mr. Clabaugh will leave the comjng 











week for a tour of South Carolina, North 
Carolina and Georgia to discuss busi- 
ness and insurance conditions with 
agents of the company. 

O. Sam Cummings, supervisor of city 
agencies of the Kansas City Life, was 
recently elected president of Kiwanis 
International. Mr. Cummings is the di- 
rector of the life insurance department 
of the Kansas City School of Commerce 
of Lincoln and Lee University. Before 
going to Kansas City 18 months ago 
he founded a similar department at 
Southern Methodist University, Dallas, 
Tex. 


J. B. Wood, educational director for 
the International Life, is on an exten- 
sive trip through the northwest, Pacific 
Coast and Rocky Mountain regions. He 
left St. Louis June 20 and before re- 
turning will visit Minnesota, the Da- 
kotas, Montana, Washington, Oregon, 
California, Utah, New Mexico, Colo- 
rado, Nebraska and Kansas. 


The board of directors of the Provi- 
dent Mutual Life has elected Edward 
W. Marshall actuary of the company. 
Mr. Marshall was appointed assistant 
actuary in 1920, and was later appointed 
associate actuary. He is a fellow by 
examination of the Actuarial Society of 
America. At the present time he is a 
member of the council and chairman 
of the educational committee of that or- 
ganization. He is also a fellow of the 
American Institute of Actuaries. 

June is “Bowman Month” this year 
with the Mutual Life of Canada, in 
honor of C. M. Bowman, chairman of 
the board of directors, who has just 
celebrated his 65th birthday. Mr. Bow- 
man is a son of the late I. E. Bowman, 
who was the company’s first president. 
He has been a successful manufacturer 
and for 21 years was a member of the 
Ontario legislature. He became a direc- 
tor of the company in 1915, chairgan of 
its executive committee in 1920 and 
chairman of the board in 1926. 

Gordon G. Thompson has been pro- 
moted to medical director of the North- 
ern Life of Seattle, succeeding the late 
Dr. Eagleson. 


T. J. McReynolds, Jr.. who directs 
the agency organization of the Interna- 
tional Life in Memphis, Tenn., was the 
big personal producer for that company 
in May, the greatest month in the his- 
tory of the company, with $555,000 in 
written business. Robert Cleland of St. 


Louis, Mo., was the runner up with 
$355,000. The Memphis agency led 
with $1,279,000 and the Memphis di- 


vision was high in that class with $2,- 
149,500. 

Young McReynolds’ success in life in- 
surance is phenomenal. A little more 
than a year ago he was sent to Mem- 
phis to organize an agency for the com- 
pany in that territory. He was “green” 
and knew virtually no one in Memphis. 


Harry Thomson Sawyer, for many 
years the manager of the ig ge 
agency of the National Life U. S. A., 
dead, following a short illness. Mr, 
Sawyer was aged 43 years at the time 
of his death and had been in the life 
insurance business for 23 years. He had 
been an active member of the Pitts- 
burgh Life UnHerwriters’ Association 
since 1908 and had served one term as 
secretary. ° 

Robert C. Newman led the Missouri 
State Life in personal production for the 
first five months of 1928, writing $1,043,- 
000 in that period. Other big producers 
in the St. Louis agency of the company 
were J. F. Halley, F. F. Sale, E. G. 
Monnig and B. R. Canada, with more 
than $250,000 each, while 14 more of 
them exceeded the $100,000 mark. 
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NORTHWESTERN 
NATIONAL NEWS 
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This column contains 
condensed news items 
from the weekly news- 

aper published for 
etehiiessenn National | 
Life agents. 
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Producers’ Lists 
for May Soar to 
New High Totals 


Month’s Average of 202 Names 
Forecasts Even Better 
Record for June 


Nearly 50 more agents produced 
business each week in May than in 
the same month a year ago, while the 
average number of producers for the 
five weeks in May set a new high rec- 
ord for any month. 

These figures are derived from the 
weekly producers’ lists published in 
the News during May, which averaged | 
202 names per week, just 47 more | 
than the May, 1927, average of 155 
names. 


Pittsburgh Gets 
General Agency 


C. W. Troutman Heads New 
Company Representatives in 
Eastern City 


Troutman Insurance & Service, In- 
corporated, with C. W. Troutman, an 
insurance man of 20 years’ experience, 
as president, has been appointed gen- 
eral agent for Northwestern National | 
Life, to operate in Pittsburgh and | 
Allegheny county, Pa. 

The new agency has already begun | 
to function, getting its start last week 
when R. E Whitesel, field supervisor, 
conducted his informational course on 
selling the Company’s contracts before 
the agency’s field force of 11 agents 
and office employees. 


























Examiners Meet 


at H. O. Luncheon 


Doctor’s Part in Success of 
Company Is Praised by 
Medical Director 


The vitally important part played 
by the Company’s 4,500 medical ex- 
aminers in keeping the mortality ratio 
below the 50 per cent mark, where it 
has been for ten years, was commended 
by Dr. H. W. Cook, vice president and 
medical director of the Company, at a 
luncheon given at the Home Office for 
about 35 medical examiners Wednes- 
day. The physicians were in Minne- 
apolis all this week to attend the con- 
vention of the American Medical asso- 
ciation. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
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LIFE AGENCY CHANGES 














|} act as manager of the Scranton 
| The Scranton Life has confined its busi- 





Minneapolis Minn. 
STRONG LIBERAL 


NEW AGENCY IN CINCINNATI | 





Bankers Life Puts R. A. Maddock in 
Charge of Office Covering 
Eight Counties 





The creation of a new Bankers Life 
of Iowa agency consisting of eight 
counties centering about Cincinnati, 
with headquarters in that city, was an- 
nounced this week. The new territory 
will be under the direction of R. A. 
Maddock, for the past four years a sales- 
man of the F. T. Johnson agency in 
Milwaukee. 

Mr. Maddock became a Bankers Life | 
salesman in June, 1924. Prior to enter- 
ing the life insurance business he was 
chemist and bacteriologist for the state 
board of health of North Carolina. 

Mr. Maddock takes up his managerial 
duties in a territory with which he is 
thoroughly familiar. He was born and 
raised in Ohio, not far from Cincinnati, 
and spent-most of his early manhood 
there. 


JAMISON JOINS SCRANTON 





Locates at Washington, D. C., as 
Manager in Virginia, Maryland and 
District of Columbia 





S. W. Jamison, who was one of the 
organizers of the Scranton Life, and 
also of the Lafayette Life and United 
Life & Accident of New Hampshire, 
has opened an office in the Press build- 
ing, Washington, D. C., where he will 
Life. 


ness to Pennsylvania, Indiana and Dela- 
ware but it now proposes to extend its 
field to include Virginia, Maryland and 
the District of Columbia. 





A. J. Merkle, Jr. 


The appointment of A. J. Merkle, Jr., 
as manager of its Savannah agency is 


announced by the Guardian Life. 
While at Georgia Tech several years 
ago, the Guardian’s new manager | 


achieved wide prominence as a member | 


school’s football and baseball 
Following graduation, he en- 


of that 
teams. 


tered the life insurance field in Savannah | 


and has been so engaged ever since. 
He enjoys a wide acquaintance, not only 
in Savannah, but throughout Georgia. 
His father has been identified with the 
general insurance business in Georgia 
for 22 years. 





W. D. Price 
W. D. Price, formerly general agent 
at Seattle for the Liberty Life of To- 
peka, has become Washington state 


general agent for the Continental Life | 


of St. Louis. 





P. H. Lowery, H. F. Overley 
Perrin H. Lowery, who for more than 
a year has managed the Louisville, Ky., 
branch of the Mutual Life of New York, 


He succeeds the late 
Before Mr. Lowery 


of the company. 
Charles R. Posey. 


took over the Louisville branch of the | 


company he managed the Memphis 
branch, He has been in the company’s 
service six years. 





J. W. Thomson, Jr. 


J. W. Thomson, Jr., has been ap- 
pointed co-manager of the Baltimore 
agency of the Phoenix Mutual Life. He 


is to be associated with A. W. Peake, | 


who has been in charge of the Balti- 
more-Washington agency for the last six 
years. Mr. Thomson has been in the 
life insurance business for the last 18 
vears, first as a personal producer and 


H. F. Overley, who | 
has been agency cashier at Louisville, | 
succeeds Mr. Lowery as manager there. | 
| 
| 








Builders 


who realize the importance of their 
work give prime consideration to its 
permanence. Without the ability to 
perform lasting service, the finest 
products of the human brain be- 
come useless and unprofitable. 


American Central Men, 


by the inherent principles underly- 
ing the new contracts which they 
enjoy, look upon themselves not 
merely as builders of valuable life 
insurance estates for their clients, 
but as creators of prosperity and 
lasting contentment for themselves 
and for their families. This con- 
ception, ingrained in the character 
of each American Central repre- 
sentative, makes for an organiza- 
tion conspicuous for its morale and 
exceptional in its unity of purpose. 


ESTABLISHED ig9¢e 


AMERICAN CENTRAL 
LIFE 


INSURANCE OMPANY 
INDIANAPOLIS 


| " BY zi 


bs 


» 


bea 
has been appointed Baltimore manager | 
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ge Nation, 


Ces General Agent Wanted 


then as a special agent for the Equitable 
Life of New York. With the exception 
of two years of military service he rep- 
resented the Equitable continuously un- 
til he joined the Phoenix Mutual. Mr. 





Thomson took the Phoenix home office 
managerial training course and then 
made a study of the company’s field 
activities. For a time he was in the 


1927, he resigned to go with the John 
Hancock Mutual Life under the gen- 
eral agency of Ernest J. Clark, where 
he remained until joining the staff of 
the Maryland Life. 


Edward N. N ewman 


The Occidental Life of Raleigh, N. C., 
which is now concentrating on develop- 








In Ohio 


Ohio has: Over six million people. 

Six hundred fifty thousand families with tele- 
phones. 

One million two hundred and fifty thousand 
automobiles. 

The total county wealth factors of Ohio represented by 

manufactured, mine and fishery products, crops and live 

stock, are over two billion eight hundred million. 

The territory open in the state for a general agency is in a 

prosperous farming, manufacturing, merchandising and in- 

dustrial section. 

Territory affected less by adverse business conditions than 

perhaps any other section in the United States. Prospects 

in winter, summer, spring and fall. 

An unusual opportunity for an experienced salesman who 

seeks promotion. For information write: 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio E. E. Kirkpatrick 
Sup’t of Agents 





T. W. Appleby 
President 


























R. A. Judd office of the company in| ment of Virginia territory, announces 
Chicago. the appointment of Edward N. Newman 
e as general agent at Lynchburg with 
Paul Stewart territory including that city and several 
Paul Stewart, formerly general agent | outlying countries. 
for the Connecticut General Life at 
Omaha, has been appointed general Lloyd R. Ballard 
agent of the Mutual Trust Life at De- : ee 
troit. At one time he was connected with | _ Lloyd R. Ballard, district agent at 
the Travelers. He was active in the | Columbus, Neb., for the Bankers Life 
Omaha Life Underwriters Association. | Of Des Moines and agency supervisor 
eat for eastern Nebraska and western Iowa, 
Oliver H. Bovik has resigned to enter the investment 
‘ ‘ securities field as state manager for 
Oliver H. Bovik, who for the last four | ppitips & Co, of Des Moines. Mr. Bal- 
years has been one of the assistant|jarq was an overseas veteran, who 
agency managers of the Equitable Life served with the Rainbow division and 
of New York in Chicago, has gone into later with the intelligence service 
partnership with his brother, Conrad V.| ““‘*" & : ‘ 
Bovik, who has been in charge of the 
south side agency of the Mutual Trust 
Life in Chicago. Conrad V. was for- Carl N. Corwin Company, general 
merly assistant manager of the Metro- | agent for the Midland Mutual Life, has 
politan Life and was appointed general | appointed Robertson-Govan Company of 
agent of the Mutual Trust last year. | Sacramento, Cal., general agent for the 
Oliver was formerly an attorney and} company in the Sacramento valley. L. 
was assistant state’s attorney for three | A, Schroeder has joined the Robertson- 
years in Chicago. | Govan Company as head of the life de- 














Robertson-Govan Company 








— partment. 
William Kendall 





YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


general agent of the Maryland Life in 
Baltimore. Born in Baltimore, he grad- 
uated from the Johns Hopkins Univer- 
sity in 1917 and served for two years 
in the World War. 

He entered the insurance field in 1919, 
becoming affiliated with the Connecti- 


general agent in Baltimore. In January, | 


cut Mutual Life under Franklin Allen, | 


William Kendall has been appointed 


James W. Bloodworth 


James W. Bloodworth has returned to 
St. Louis from Los Angeles to become 
associate general agent for the Union 
Central Life with Frank M. See. 





The Northwestern Life & Accident of 
Seattle announces the opening of a San 
Francisco office, in charge of W. M. Jor- 
dan. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual, 


Address D-33 
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REAL PROGRESS BEING MADE/| RELIANCE LIFE AGENTS MEET 








Brooklyn National Life Is Making Sub- | Pittsburgh Company Officials Attend 
stantial Advance in Its Production Wilson Slick Agency Gathering 
and Agency Department at Johnstown, Pa. 








NEW YORK, June 28.—Commend- JOHNSTOWN, PA., June 28.—The 
able progress is being achieved by the | largest and most successful convention 





Care The National Underwriter 


— gregating $897,000. Its total writings 


Brooklyn National Life, which is stead- 
ily strengthening its agency staff and 
adding to its volume of business in 
force. In May it granted coverages ag- 








for the first five and a half months of 








Question: What 


Answer: Through the practical training LNL men get (in- 
cluding the thorough Lincoln National correspon- 
dence course which makes insurance sales techni- 
cians) thev are fitted for greater success in their 
chosen vocation. 





the present year exceeded $3,250,000. 
Officers of the company are: William R. 
Bayes, president; Arthur S. Somers, 








(LINK UP WITH Tue (() LINCOLN) first vice-president; Meier Steinbrink, 


second vice-president; Frederick W. 





plan has enabled the 
agents of The Lincoln National Life 
Insurance Company to increase their taker, Jr., succeeds the late G. W. 
first year commissions? Baker, Sr., as a director. Since his 


Ask us about it! 


The LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


“‘Its Name Indicates Its Character’’ ing the country conducting similar 


FORT WAYNE, INDIANA 
Insurance in Force More Than $535,000,000 


Rowe, treasurer; Hunter L. Delatour, 
secretary: Ben S. Graham, assistant sec- 
retary; Frederick W. Ladue, superin- 
tendent of agencies, and Dr. Frank D. 
Jennings, medical director. George W. 





father’s death young Mr. Baker has 
been head of the George Baker Shoe 
Company of Brooklyn, and bears the | 
reputation of being an unusually bright | 
business man. 





Mutual Benefit Examiners Confer | 


Mutual Benefit Life medical examin- | 
ers in central Michigan territory Dr. | 


ferred in Lansing last week with Dr. 
Walter Reiter of the home office. Polli- | 
cies of the company with reference to 
acceptance of risks were discussed at 
considerable length. Dr. Reiter is tour- 


meetings’ attended by the local medical 
examiners. Among those attending the 
meeting besides the doctors were Don- 
ald Clark, Detroit, state manager; J. 
Arthur Pino, manager of the Lansing 
district: C. B. Dobbs, Flint, field su- 


pervisor. 

















of the Wilson Slick agency of the Re- 
liance Life was held last week. More 
than 50 attended, including officers of 
Johnstown business clubs, officials from 
the Reliance Life home office in Pitts- 
burgh and members of the agency force 
from Johnstown, Altoona, Clearfield, 
Windber, Indiana, Portage and Somer- 
set. 

The Reliance Life home office repre- 
sentatives at the convention were 
Vice-Presidents H. G. Scott, E. G. 
McCormack and Dr, O. M. Eakins; H. 
T. Burnett, supervisor of the Western 
Pennsylvania department; W. J. Snod- 
grass, assistant treasurer; J. N. Jamison, 
actuary; R. C. Braun, advertising man- 
ager; B. L. Sichelstiel, an underwriter; 
and Saul Alexandre and P. F. Sheedy, 
two Pittsburgh agents. 

Vice-President Scott spoke on “Twen- 
ty-five Years of Progress.” He termed 


| the Wilson Slick agency one of the best 
| in the United States and paid tributes 


to the success of the company. The 


| strength of the company lies in the pol- 


icyholders and everyone connected with 
the company is trained to look after the 
interests of the policyholders. 

More tributes to Wilson Slick and 
the local agency came from Mr. McCoer- 
mack, vice-president in charge of ace"- 
cies. He said the accident and health 
business of the Slick agency has in- 
creased more than 100 percent this year. 

Saul Alexandre, known as “Alex of 
Pittsburgh, the Million Dollar Man,” 
because of his production of more than 
a million dollars in life insurance yearly, 
gave an inspirational talk to the sales- 
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men on the opportunities offered by the 
company not only for an income for 
present needs but also for the future 
through the yearly renewal of business. 
He said the life insurance business 
stands out among all others in oppor- 
tunity. 
Dancers Poor Risks 

Marathon dancers are poor insurance 
risks, Dr. Eakins, the medical director 
of Reliance Life, told the convention 
while explaining some risk selection 
fundamentals. Overweight old people 
and underweight young people also are 
bad risks, he said, together with flap- 
pers “overdoing the pineapple dictum,” 
and wearing flopping big hats while 
driving automobiles. The effect upon 
the heart of the strain of marathon 
dancing, running for street cars or other 
unusual exertion, and disease makes the 
difference in the insurance risk, he said. 

Winners in a short sales drive con- 
ducted by the Slick agency force as a 
convention feature were W. C, Lentz of 
Johnstown and J. F. Metz of Windber. 


Corey Holds Meeting in Cleveland 


While visiting the Arthur Fisher 
Company in Cleveland, on his recent 
agency trip in the north, C. D. Corey, 
vice-president and _ superintendent of 
agents of the Pan-American Life, held 
a meeting at which all of the regular 
agents of the Arthur Fisher Company 
and quite a number of others who are 
interested in securing a connection with 
this agency were in attendance. Mr. 
Corey delivered one of his inspiring and 
instructive talks. 

The afternoon was devoted to sales 
talks and a question box was conducted 
by Mr. Corey. 


Soper at Worcester Agency 


Leon Soper of the sales department 
of the Phoenix Mutual Life is at the 
Worcester agency of the company for a 
period of six weeks. He has just com- 
pleted six weeks at the Albany office. 
Mr. Soper, who is associated with the 
home office, is also well known as a 
direct mail and advertising specialist. 
Before becoming an agency assistant he 
was sales promotion manager of the 
Phoenix Mutual. 


Licensed in Massachusetts 


The Bankers National Life of Jersey 
City, N. J.. has been licensed by Massa- 
chusetts. This company is now licensed 
to do business in eighteen states and 
the District of Columbia. Plans are 














under way to organize the New Eng- 
land states into one of the most produc- 
tive units of the company’s territories. 


G. W. Gorowitz Promoted 


George W. Gorowitz has been ap- 
pointed assistant to the vice-president 
of the Detroit Life. For some time Mr. 
Gorowitz has had charge of conserva- 
tion work in the Morris Fishman agency 
of the company in Detroit. Mr. Fish- 
man is vice-president of the company. 


Provident Mutual Meeting 


Agents of the Provident Mutual Life 
in western New York and northern 
Pennsylvania attended a conference in 
Olean, N. Y., June 26. A morning busi- 
ness session at which Charles A. Tush- 
ingham, educational supervisor, was the 
principal speaker, was followed by a 
noon luncheon, 

In the evening Mr. Tushingham spoke 
at a joint meeting of Olean and Brad- 
ford, Pa., underwriters in the latter city, 
taking as his subject “The Pathway to 
Primacy.” Clifford E, Carpenter, Provi- 
dent Mutual agent at Olean, was in gen- 
eral charge of the arrangements. 


Michigan Agents Meet 


The Columbus Mutual Life held a 
successful meeting at Jackson for about 
120 of its Michigan agents last week. 
One of the features was a _ surprise 
“shower” of applications on President 
C. W. Brandon, totaling $90,500. 

Robert A. Engler, agency secretary at 
the home office, disclosed that in eight 
years Michigan production had been 
multiplied over 10 times. 

George J. Dobben of Jackson pre- 
sided, and the speakers included Elmer 
A. Newark, Lansing; Arthur J. Flint, 
Jackson; Clyde Miller, Fremont; John 
M. Hill and Charles F. Durrant, Pon- 
tiac; L. E. Thompson, Greenville; R. P. 
Thelen, Fowler; Stanton Pilcher, Jack- 
son; Irving S. Hoffmann and H. P. 
3randon of the home office. 


Huebner Speaks to Bankers 


Dr. S. S. Huebner, professor of in- 
surance at the University of Pennsyl- 
vania, was a speaker before the conven- 
tion of the New York State Bankers 
Association at Saranac Lake this week, 
taking as his subject, “Human life values 
and their scientific treatment through 
life insurance.” Dr. Huebner described 
life insurance as a callable sinking fund 
and could much better be so described 
than as a “policy.” 
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NOREN HEAD OF FIELD CLUS | 


Sioux City Agency of Mutual Life Holds 
Annual Convention With 100 
in Attendance 


SIOUX CITY, IA., June 28.—At the 
annual convention here of the field club 
of the Sioux City agency of the Mutual 
Life of New York, A. P. Noren of 
Pierre, S. D., was chosen president. 
Vice-presidents of the club are: C. M. 
Damon of Rapid City, S. D.: Stanley R. 
Fockler, Sioux City, and Ed Griebel, 
Sioux Falls, S. D. H. L. 
Sioux City was elected secretary and 
W. F. Whitkey of Worthington, Minn., 
treasurer. The meeting was attended by 
more than 100 representatives of the 
Sioux City agency. 

Lloyd B. Gettys, 


for a life insurance agent for twisting 
under the new Kansas agents’ qualifica- 
tion law. Because the agent who has 
been suspended has heretofore handled 


| a large amount of business without com- 


Claybaugh_ of | 


manager of the | 


Sioux City branch, at roll call Thursdav | 
morning was presented with 69 appli- | 


cations totaling $538,000 of insurance. 
The Sioux City agency now ranks fifth 
among all the agencies of the United 
States in volume of business written 
thus far this year, it was announced. 


Suspended Under Rebate Law 
Commissioner Baker of Kansas has 
made the first 90-day suspension order 





plaint of any unethical practices, it was 
decided not to disclose his name or the 
company for which he worked. 

The agent found a man who held a 
policy in a well known company. He 
told the policyholder that the company 
might “go broke” and that the dividends 
and cash values of his policy might not 
continue as high as at present. He also 
made a written offer to return to the 
policyholder $65.54 of his premium if he 
would drop his old policy and take one 
of the same size in the company repre- 
sented by the agent. The actual rebate 
was not accomplished but the offer was 
made in writing. 


Kansas Commissioner Contest 


John B. Smith, assistant insurance 
commissioner, and Charles Hobbs, ac- 
tuary for the insurance department, 
want to be promoted to insurance com- 
missioner in Kansas. Both are candi- 
dates for the Republican nomination in 
the August primaries. As the records 
of more than 30 years show that the 
minor offices on the Republican state 























Security~-— 


@ When the Mutual Benefit was 


organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 


Organized 1845 














GLOBE MUTUAL LIFE 


INSURANCE CO. 


431 S. Dearborn Street 


INCORPORATED BY 


WM. J. ALEXANDER, 


Secretary 


THE STATE OF 


T. F. Barry, Founder 


CLAIMS PAID “ON SIGHT” 


POSE BARRY DIETZ, 
President 


Chicago, Illinois 


ILLINOIS 1895 
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NEW ENGLAND MUTUAL LIFE INSURANCE Co. 


Chartered 1835 


BOSTON MASS. 


Organized 1843 


The Agents of this Company, whose long 
History Underwrites its high Reputation, 
Accept a Duty and Enjoy a Privilege 


Do Our Standards Appeal To You? 


“= 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 


DENVER, COLORADO 
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ticket have regularly won even in the 
face of the loss of the national ticket 
and the governor to the Democrats, it 
appears certain now that either Mr. 
Smith or Mr. Hobbs will be the next 
insurance commissioner, Winning in 
the Republican primary is regarded as 
a certainty of office in Kansas. 

. A. Lower, a Topeka fire insurance 
man, will be the Democratic nominee. 
He has no opposition in his own party 
in the primary. 





Fohr Third Vice-President 


Louis J. Fohr, one-of the general 
agents of the Connecticut Mutual Life 
in Chicago, has been elected third vice- 
president of the Insurance Club of Chi- 
cago. The by-laws were amended to 
provide for this office. Thus the three 
great divisions of insurance, fire, cas- 

.ualty and life are provided for in vice- 
presidential positions. President John 
F. Stafford of the club intends to have 
a very aggressive membership campaign 
to be conducted throughout the summer 
and end Oct. 15. Mr. Stafford has an- 
nounced that he will donate a watch to 
the man who secures the largest number 
of new members. During the last two 
weeks there have been 18 new members 
elected. The Insurance Club’s golf 
tournament will be held Thursday of 
this week at the Oak Hills Golf Club, 
it being the first of a series of four. 





Ask Receiver for Cosmopolitan 


A request has been made by the 
Michigan insurance department that the 
attorney general’s department petition 
the courts for a receiver to close up the 
affairs of the Cosmopolitan Life of De- 
troit, which never qualified for a license, 
although stock promotion activities were 
carried on for some six years. A recent 
examination by department officials, as- 
sisted by representatives of the securi- 
ties commission, resulted in a decision 
to force a complete liquidation of the 
company’s assets as soon as possible. 
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DIRECTORS ARE ANNOUNCED 





American Security Life of Birmingham 
Has a Strong Body of Men 
On Its Board 


BIRMINGHAM, Ala., June 28.—The 
organization and directorate of the 
directorate of the American Security 
Life, with home office in Birmingham, 
is announced. 

D. V. Edmundson, president, Key- 
stone Service Corporation, as already 
announced, is president; Robert Adam 
Gray, vice-president and _ treasurer; 
George W. Jeffrey, secretary. 

Directors, other than the officers, are: 
W. F. Donovan, president Donovan Pro- 
vision Company; Henry Fowlkes, gen- 
eral manager, Fowlkes Real Estate & 
Insurance Company; J. B. Hill, presi- 
dent Hill Grocery Company; y 
Hinkle, president Hinkle Brothers Com- 
pany; A. Harper Johnson, president 
Johnson Tire & Rubber Company; 
D. P. Knapp, president Ensley National 
Bank; Elliot Knight, president Knight 
Electric Company; S. L. Marbury, Wer- 
theimer Bag Company; W. G. Patter- 
son, president Patterson Cigar Com- 
pany; J. P. Walker, president Under- 
wood-Walker Company; M. L. Wer- 
theimer, president Wertheimer Bag 
Company. 

Dr. Lloyd Noland, chief surgeon, Ten- 
nessee Coal, Iron & Railway Company, 
was announced medical director, and 
Victor M. Shewbert, vice-president in 
charge of agencies. 





New Montgomery Company 


The Citizens Life with capital of 
$100,000 and surplus of $50,000 is being 
organized at Montgomery, Ala., by J. 
Halleman, formerly of Charleston, S. c 








produce. 





WANTED! 


Two good men, between the ages 
of 28 and 45, one for Michigan 
and one for Ohio, by a mutual 
company located in the Middle 
West. You must be a success- 
ful personal producer and be 
able to acquire agents who can 


For further information address 


F-80, care 
The National Underwriter 
Chicago, Illinois 


and give a record of past employment. 




















INSURANCE LAW VIOLATED 





Dallas Benevolent Organizations Con- 
ducting Life Insurance Business 
Will Be Prosecuted 





AUSTIN, TEX., June 28—A cru- 
sade is being waged by the attorney- 
general’s department, through Assistant 
Attorney-General Brann Fuiler, assisted 
by J. J. Biffle, legal investigator, against 
corporations chartered for the purpose 
of supporting any benevolent, charitable, 
educational or missionary undertaking, 
which instead are doing a life and health 
insurance business. 

A survey just completed by Mr. 
Fuller at Dallas revealed that in that 
city alone 21 of these corporations are 
violating the fraternal benefit society in- 
surance laws of the state. To do a life 
and health insurance business the law 
requires such corporations to obtain cer- 
tificates from the state board of insur- 
ance commissioners and the law places 
them under the jurisdiction of the in- 
surance board. Assistant Attorney 
General Fuller said that investivation 
showed that the Dallas corporations are 
operating without authority of the insur- 
ance board and that notice has been 
given them that if they do not immedi- 
ately file dissolution of their charters 
court proceedings would be brought to 
forfeit the charters. 

Mr. Fuller estimated that there are at 
least 100 corporations in Texas which 
are doing an insurance business under 
charters authorizing them to only sup- 
port benevolent, charitable, educational 
or missionary undertakings. 





COMPANY WINS ITS’ CASE 





State of Georgia Endeavored to Show 
That the Liberty Was Conduct- 
ing Lottery Scheme 





ATLANTA, GA., June 28.—The 
Liberty of Philadelphia won its open- 
ing battle with Georgia when Judge 
John D. Humphries ruled that its “con- 
tingent endowment certificates” were 
legitimate forms of group insurance and 
did not constitute a lottery. 

The endowment certificates are issued 
to each member of a group not to ex- 
ceed 26 members, each policyholder be- 
ing assigned to a number in a group. 
Upon the death of any member, the 
oldest certificate held by a member of 
the group is redeemed at its face value 
and the holder is retired from the group. 
The policy held by the deceased is also 
redeemed in favor of his beneficiaries. 

It was contended by the state offi- 
cials that the insurance was a lottery 
and discriminatory against individuals 
since thev were placed at random in the 
groups of 26. But when the department 
sought to revoke the license of the com- 
pany and prevent its doing business in 
Georgia, the company succeeded in 
securing a temporary restraining order 
enjoining the officials from interfering 
in any way with its business. 

The ruling of Judge Humphries in the 
Fulton superior court continues the 
restraining order indefinitely, unless the 
state carries the decision to the court 
of appeals or to the supreme court of 
the state and secures a reversal. 





Will Continue Agency School 


So satisfactory has been the school 
of life insurance salesmanship in course 
of progress for agents for the Mid-Con- 
tinent Life of Oklahoma City at the 
home office, that classes will be con- 
tinued through the summer, according 
to Edwin Starkey, vice-president and 
agency manager. The school is under 


the direction of T. H. Holloway. Lec- 
tures and study occupy the mornings 
and the afternoons are reserved for field 
Prizes are offered by the com- 


work. 








pany for the largest volume at the close 
of each week. Business has been stim- 
ulated by a marked degree since the 
school opened. 





Easterwood Great National Director 


William E. Easterwood, millionaire 
sportsman and aviation promoter, di- 
rector of banks, mortgage companies 
and insurance concerns, has been named 
a member of the board of directors of 
the Great National Life of Dallas. Mr. 
Easterwood sprang into national prom- 
inence last year when he posted a purse 
of $50,000, which still holds good, for 
the first air flight from Dallas to Hong- 
gong. 





Join Northwestern Mutual 


John C. Goode, general agent in Vir- 
ginia for the State Mutual of Worcester 
for the last eight years with Richmond 
as headquarters, has resigned to join 
the forces of the Northwestern Mutual 
at Richmond. He will assist General 
Agent Tolar Nolley in development of 
agency work throughout the state. 
Ralph B. Harris, head of the school of 
business administration and insurance at 
the University of Richmond, has also 
resigned to join the forces of the North- 
western Mutual as special agent in that 
city. 





Kercheval With International 


T. A. Kercheval, who has been asso- 
ciated with the Gulf States Realty Co. 
of New Orleans for the past year, has 
joined the International Life and will do 
supervisory work in Tennessee, Arkan- 
sas, Mississippi and Louisiana, with 
headquarters in Memphis, under Thomas 
J. McReynolds, division manager. 

Mr. Kercheval gave up a lucrative 
insurance contract with the Pan-Ameri- 
can Life to enter the realty field in 
1925. While with the Pan-American he 
reached $1,000,000 in production in one 
calendar year, exclusive of group insur- 
ance. 





Notable Renewal Record 


Cravens, Dargan & Co. of Houston, 
Texas general agents for the North- 
western National Life, have set a new 
record in keeping business on their 
books. Last year their renewal record 
was 9534 percent. For the first five 
months of 1928, the agency has handled 
4,689 cases with a renewal of 97% per- 
cent. 





Voight With Oklahoma Life 


Frank E. Voight, life insurance ex- 
pert for many years, and previously a 
resident of Nebraska, has moved to Ok- 
lahoma City and become associated with 
the Oklahoma Life as a stockholder and 
director. Mr. Voight for many years was 
with the Northwestern National Life of 
Minneapolis and the Bankers Reserve 
Life of Omaha. 


Gordon H. Campbell Honored 


Members of the Gordon H. Campbell 
General Agency, representing the Aetna 
Life in Arkansas, Louisiana, and south- 
east Missouri, produced a striking testi- 
monial of personal esteem and loyalty. 

Honoring Mr. Campbell, who was in 
Kansas City attending the Republican 
national convention, the agency force 
produced 138 completed applications for 
life insurance, the total volume thus 
applied for being $481,500. It repre- 
sented three and one-half days’ business. 

Because the agency is producing at 
top speed for the entire month in an 
effort to establish a new state record, no 
business was held back for this testi- 
monial to Mr. Campbell. The business 
in his honor indicates that the agency 
will make its quota of $3,250,000 in June. 





Family of Agents Successful 


In Oklahoma, the Marmaduke Corbyn 
agency of the Central Life of Missouri 
has an interesting family of life insur- 
ance agents. In 1920 John Ernest signed 
an agent’s contract with the Central Life. 
In 1928 his son and daughter, Finis and 
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Ada, on their father’s recommendation | certificate 
also signed contracts with the same _ therefore, etc., modeled after the uniform 
company. For the last 23 weeks not one | blank suggested by committee of in-| ciation, says the state fair officials have 
of the trio has missed securing an ap-| surance companies and presented be-| agreed to the plan and are now co- 
fore the National Convention of Insur- 
ance Commissioners by the Connecticut | The Sacramento Insurance Exchange, 
insurance commissioner will be used. | composed of fire and casualty agents, has | 

The Virginia department announces Many states see the value of using this 
that effective July 15, a new form of uniform style of application. 


plication. 





Virginia Adopts New Form 








LIFE INSURANCE EDITION 





of registration, application | underwriters in the state, 


between Sept 1 and 8. 
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WILL HANDLE SURPLUS LINES 


—— | Los Angeles for 15 years or more. 


W. H. Cramer and A. V. Woods to 
Conduct New Department in Mutual 
Life Agency in Los Angeles 





W. H. Cramer, former general agent 
at Los Angeles for the Union Central 
Life, and recognized as one of the most 
popular and able life underwriters in 
southern California, has formed a con- 
nection with the Los Angeles agency 
of the Mutual Life of New York, under | 
Fred C. Hathaway, manager, and with An 


Life. 


Union Labor Life Appointments 


Harry 
appointed 
| Washington 


Plan California Insurance Day 
“Insurance Day” will be cele- W. E, Burney, Pueblo agent for the | The Farmers Life of Denver is mak- 


been engaged in life underwriting in| fire and police departments, 
sured under an Equitable 


York group contract, 


operating to make the affair a success. 


also joined in the movement. A 
date has not yet been set but it will be 





Los Angeles Insures City Employes 


Life of New 
Los Angeles 
city employes’ association 
plan of Equitable Life of New York, pro- 
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N. J. Gold- | pay a large portion of the cost, the 
smith, president of the Sacramento asso-| balance to be paid by the individual 


employes. 





New Company in Arizona 





The First National Life of Phoenix, 
Ariz., is being organized by M. E. Wad- 
| doups, who is president. The stock is 
being sold largely in Phoenix and sur- 
rounding territory. 


A definite | 


Occidental in Hawaiian Islands 


\ll Los Angeles city employes, except | The Occidental Life of Los Angeles 
temporary workers and members of the - 


has been licensed in the Hawaiian Is- 
lands. Hayward & Leeverick of Hono- 
lulu will be in charge of the territory. 


are now in- 


adopting a 


Rider With Manhattan Life 


Call of Seattle has been | viding each member with $2,500 life in- George A. Rider has been appointed 


general agent in western | Surance and the total 
This covers 3,000 
Spokane for eastern Washington, in re- | employes for $6,355,500 and supplements 
organization plans of the Union Labor | the plan previously carried 
partment of water and 


and S. W. Campbell of disability protection. 





power, 


Write Huge Blanket Policy 





permanent | home office representative for the Man- 
hattan Life on the Pacific Coast, and 
will have charge of field development in 
| the territory, including Oregon, Wash- 
ington, Arizona and Nevada. 


Farmers Life Holds Contest 


by the de- 





A. V. Woods, former general agent of brated at the State Fair in Sacramento, | Equitable Life, has written a policy cov- | ing a special production drive from June 
the West Coast Life, will specialize in | Cal., in September, according to plans | ering 12,000 employes of the Colorado | 15 to July 31. Each agent having not 


agency devoted to surplus line business. | Association of Life Underwriters. In 


the handling of a new department of the | now being completed by the Sacramento | Fuel & Iron Co. at Pueblo, 
Both Mr. Cramer and Mr. Woods have ! requesting the participation of other life | 











ILLINOIS 


= | RUST COMPANIES AND BANKS 


A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 


ILLINOIS 


involving insurance of 


Colo., and | less than $15,000 of issued and paid-for 


almost $20,000,- | business will be given a trip to the 
000. The Colorado Fuel & Iron Co. will | home office with all expenses paid and 





NEW YORK 





LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
69 West Washington St. 














THE 
PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 


MICHIGAN BOULEVARD et WASHINGTON STREET 
CHICAGO 
Earle H. oa R. B. Upham 
PRESID VICE-PRESIDENT 
Floyd B. Wea 
SECRETARY & TRUST loncan 








“T’ll Make Assurance Double Sure”’ 


An explanation of the advantages of the 
life insurance trust. Send for a copy. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 Wall Street 








MARYLAND 











mie underwriter who can 
zal be swung over to the 
trust company form of ad- 
ministration will double his 





Excerpt from an article by 
@ prominent underwriter. 


First Trust and Savings Bank 


Chicago 
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TRUST COMI 


Northwest Seale \ 
Calvert and Redwood Streets 
BALTIMORE 


Vice President and Trust Officer 





Robertson Griswold 





CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 











NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 











NEW YORK 





Cooperation is gladly extended to Life 
Underwriters on Insurance Trust cases 
requiring the personal assistance of an 
experienced Trust representative. 


THE NORTHERN 
TRUST COMPANY 


CHICAGO 








| The Chase National Bank 
OF THE CITY OF NEW YORK 
TRUST DEPARTMENT 
VICE PRESIDENTS 
Reeve Schley George E. Warren 
SECOND VICE PRESIDENT 
George A. Kinney 
PERSONAL TRUST OFFICER 
George I. Pierce 
CORPORATE TRUST OFFICER 


Howard F. Walsh 


ASSISTANT TRUST OFFICERS 
Edward S. Dix 
George J. Runge 


Vincent L. Banker 


Oliver B. Hill Frederick Pintard 








+ he Company is glad to coéperate impar- 
tially with all insurance representativ es 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 
140 Broadway 
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Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 





Since premiums were much reduced 
January 1, 1927 the average premium 
per policy has been increased owing to 
a larger average policy. 


The new dividend scale, in effect 
January 1, 1928, shows on the average 
a greately reduced cost to the policy- 
holder, which should enable the Provi- 
dent agent still further to increase his 
production and the size of the policy 
sold. 




















W. L. MOODY, JR. W. L. MOODY, II W. J. SHAW 
President Vice President Secretary 
SHEARN MOODY T. L. CROSS 


Vice President Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$466,700,967.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 


Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group 
and Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 












































for an additional $10,000 his wife may 
accompany him. 





Ruling on B. & L. Certificates 
Insurance companies in California can- 
not invest their qualifying capital in 
paid certificates of building and 
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associations regardless of the fact that 
these securities were made legal invest- 
ments for insurance companies at the 
last legislature. They can, however, 
purchase these certificates as an invest- 
ment aside from their capital require- 
ments, according to an opinion rendered 
to Insurance Commissioner C. R. Detrick 


loan | by the attorney general. 











IN THE ACCIDENT AND HEALTH FIELD 











“UNDERWRITING” MAIN TOPIC 





Aviation and Health Insurance Rates 
to Be Discussed by Health and 
Accident Conference 


C. O. Pauley, of the Great Northern 
Life, chairman of the program com- 
mittee of the Health & Accident Under- 
writers Conference, announces that the 
general theme chosen for the annual 
meeting to be held in Chicago in Sep- 
temper is “Underwriting.” All round 
table discussions will center around 
this topic. 


Aviation to Be Featured 
Believing that not only public interest 
but insurance interest has been focused 
on the subject of aviation, the committee 
has decided to feature an address by a 
nationally-known aeronautical 
ity along the line of “Aviation and Its 


| 


| Thirty agents were present. 


author- | 


Relation to Personal Accident Insur- 
ance.” : ; 
Another topic to be emphasized at 


this meeting is one causing considerable 
discussion at the present time and has 
resulted in some radical viewpoints. It 
is the question: “Are Present Rates for 
Health Insurance Adequate?” 

The program committee is inviting 
suggestions for round table discussions 
and plans to provide this meeting with 
a constructive and interesting program. 





Inter-Ocean’s Illinois Meetings 


Agents of the Inter-Ocean Casualty in 


Illinois under the direction of E.-. A 
Johnson of Chicago, state manager, are 
holding monthly educational meetings 


The meeting for June was held in Joliet 
They were 
Scherr of 
Dingman 
Mr. John- 


addressed by President J. W. 
the Inter-Ocean and Dr. H. W. 
of the Continental Casualty. 


son is building up a _ very successful 
agency in Illinois and has developed 
some very good producers within the 


last two years. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 





| 

| 

| 

New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- | 

Digest”’ and ‘Little Gem,’’ Published Annually in May and April respectively. | 
PRICE, $4.00 and $2.00 respectively. | 

















Northwestern National Life Announces 
Change in Dividend Scale Based 
on Some New Factors 





Lower premiums on participating poli- 
cies and an adjustment in dividends re- 


sulting in reduced net cost have been 
announced as effective July 1 by the 
Northwestern National Life. At the 


same time, several new policies, two of 
them annuities, have been added to the 
company’s line, according to an an- 
nouncement made this week by Presi- 
dent O. J. Arnold. These changes are 
embodied in the new rate book being 
issued, a 480-page manual which also in- 
cludes revised and liberalized provisions 
for the conversion of term policies. 
Lower Net Cost 


Coupled with the reduction in pre- 
miums, the new dividends over a 20- 
year period give a decidedly lower net 
cost than under the old scale and old 
premiums. The amount of reduction in 
net cost varies on the different forms 
of policies and at different ages. In 
general, the net cost, though not quite 
so low in the early years, is considerably 
lower in the later years than under the 
1927 scale. 

Every policy which has previously re- 
ceived a dividend will receive a greater 
dividend in 1928 than it did under the 
old scale in 1927. Old policies, there- 
fore, as well as policies issued after July 
1, 1928, will enjoy the reduced net cost. 
Over the 20-year period from the orig- 
inal date of issue the dividends of old 
policyholders will be considerably larger 
than they would be if the 1927 dividend 
scale were continued. 


Based on Company's Experience 


The new premiums and dividends on 
the participating business are the result 
of the applications of entirely new fac- 
tors based on the company’s experience 
with 





particular reference to expense, 











NET COST REDUCTION MADE | mortality, and interest earnings, it is an- 


nounced. While the company has ad- 
hered to the American Experience 
Table as the reserve basis for comput- 
ing loan, cash surrender, and other non- 
forfeiture values, it has been guided by 
the modern American Men table in the 
calculation of premium rates and divi- 
dend returns, adjusted to the company’s 
own mortality trend as determined by 
past experience and future expectation. 

The lower initial premiums on partici- 
pating business are entirely in line with 
the trend in life insurance today. The 
company points out that regardless of 
net costs, the amount of the first deposit 
is an important factor in determining 
the prospective buyer's attitude. Old 
policyholders who have selected divi- 
dend options by which their policies are 
to be matured or paid up will, under 
the new scale, have the same or earlier 
maturities, 


Maturity of Policies 


Notwithstanding the reduction in 
gross rates on new policies, the number 
of years required to pay up and mature 
policies by the application of dividends 
is practically the same under the new 
schedule as under the old, even though 
the total amount of premiums paid in is 
smaller. Interest on dividends left with 
the company and on supplementary con- 
tracts, including discounted premiums, 
remains at 5 percent. 


New Policies Offered 


The new policies include a retirement 
income policy maturing at age 55, two 
annuities, and two  non-participating 
children’s policies, supplementing those 
heretofore offered for sale. The retire- 
ment income policy maturing at age 55 
completes a line of three policies of this 
tvpe, which has proved very popular 
The new policy as well as the old ones 
which mature at ages 60 and 65 are im- 
proved by adding cash values at the end 
of the first and second years. 

The child’s educational endowment 
(non-participating) policy provides for 
the payment, beginning on Sept. 1 fol- 
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lowing its anniversary nearest age 18, 
of four annual instalments of $250 each, 
commuted value $950. The death bene- 
fit in the event of death of the. child 
reaches a maximum amount in the sixth 
year or sooner, as shown by the follow- 
ing table: 


Age at Ist 2nd $3rd 4th 5th 6th 
Issue Year Year Year Year Year Year 
Under x $ RS AS 
6 mos.. 95 190 380 570 760 950 
neue 190 380 570 760 950 
- decane 380 570 760 950 .... 
SB secene 570 760 950 
S sscesee 760 950 
S sedaes ae eman 


An optional mode of settlement will 
provide payment of the proceeds of this 
policy in any number of years from 
four to eight, so that a post-graduate or 
professional education may be provided 
for, as well as a four-year college course. 
If desired, payment of the proceeds of 
the policy may be made semi-annually, 
quarterly, or monthly. 

Child’s 20-Year Endowment 

The new child’s 20-year endowment 
policy provides all the privileges of the 
company’s regular 20-year endowment 
policy, including cash, paid-up, and ex- 
tended insurance values. It matures at 





LIFE 


the end of 20 years for the full ultimate 
amount, and death benefits are graded 
according to the table below: 


Age at Ist 2nd 3rd ith 5th 6th 


Issue Year Year Year Year Year Ye ae 
Under $ s $ $ $ 

6 mos.. 100 200 400 600 800 1,000 
D ¢teaec 200 400 600 800 1,000 
BS ecccos 400 600 800 1,000 .... 
BS secece 600 800 1,000 .... 
- seseee 800 1,000 .... 
Seen: Re sane nase. whee 

New Annuity Forms 


The new annuity forms are entitled 
single premium joint life and survivor- 
ship annuity and a life annuity with 
payments guaranteed for ten years cer- 
tain. The single premium joint life and 
survivorship annuity covers two lives, 
one male and one female, and annuity 
payments commence at the end of each 
period (month, quarter, or year) as long 
as either annuitant survives. The life 
annuity, which covers a single life, pro- 
vides an immediate income for 10 years 
certain and as long thereafter as the 
annuitant may live. In the event of 
death within the first 10 years, the bal- 
ance of the payments for 10 years, or 
the commuted value thereof, will be paid 
to the beneficiary. 


Northwestern National Dividends 


Premiums and Net Costs Under Old and New Rates and Dividends 


Age 





Whole Life (Endowment) at Age 85): Ola 
ee tou anlneees 16.74 
20th year net cost........... 10.34 
Average cost 20 years....... 11.25 
Total net cost, 20 years...... 224.92 
Total net cost, less cash value 84.92 

20 Payment Life: 

Oe OE ere 24.82 
20th year net cost........... 15.56 
Average cost 20 years....... 17.99 
Total net cost, 20 years..... 359.87 
Total net cost, less cash value —10.13 
20 Year Endowment: 
Ce Ms cocteceecicée 47.26 
20th year met cost.....c....- 29.42 
Average cost 20 years....... 35.90 
Total net cost, 20 years..... 717.93 
Total net cost, less cash value —282.07 
30 Year Endowment: 
Cy 8 ae 30.23 
SOCK WORF MOE COBE..cccccccecce 18.89 
Average cost 20 years. 22.31 
Total net cost, 20 years 446.13 
Total net cost, less cash value —75.87 
Endowment at Age 65: 
Pn a cccentese eee 18.88 
20th year net cost.......... 11.71 
Average cost 20 years....... 13.01 
Total net cost, 20 years...... 260.17 
Total net cost, less cash value 62.17 


Whole Life (Endowment) at Age 85): oO 
GGRS PPOMMIUMR. 2c ccccccccces ; 
20th year met cost.....cceee 2 
Average cost 20 years....... 2 
Total net cost, 20 years..... 47 
Total net cost, less cash value 10 

20 Payment Life: 

Ts Pans cacesecease 39.65 
20th year net cost........... 26.3: 
Average cost 20 years....... 30. 
Total net cost, 20 years..... 608 
Total net cost, lesscash value —17 

20 Year Endowment: 

Ss, ee 51.65 
20th year net cost.......... 33.35 


Average cost 20 years...... 39.85 
Total net cost, 20 years...... 797.7 


7 —283.94 —266 





Age 35 
Old New 
26.69 $ 26.04 
17.60 15.34 
19.55 18.90 

391.05 378.04 
85.05 72.04 
35.09 

21.25 

26.56 

531.15 

—34.85 








16.10 


Total net cost, less cash value —202.26 — 


30 Year Endowment: 
Se Dc 0 0 0 0606008000 
20th year net cost........... 
Average cost 20 years....... 
Total net cost, 20 years..... 
Total net cost, less cash value 
Endowment at Age 65: 
GreGS PROURIGM..cccccccsess 
20th year net cost... 
Average cost 20 years....... 
Total net cost, 20 years..... 
Total net cost, less cash value 





International Life 

Because of its very favorable experi- 
ence in writing self-supporting unmar- 
ried women the International Life will 
now consider the issuance of term in- 
surance on the lives of women in this 
class. It will also consider nonmedical 
applications for term insurance on the 
lives of both men and women under the 
general restrictions governing the issu- 


| offices in that city. 


ance of term insurance on self-support- | 


ing unmarried women. 

For many months the International 
Life has been conducting a careful sur- 
vey of its experiences with self-sup- 
porting unmarried women. The results 
of this study were submitted to Vice- 
President Grantges recently and shortly 
thereafter he announced the 


company ' 








41.82 54.51 53.81 
25.90 35.95 33.80 
32.31 42.50 42.48 
546.16 829.95 849.62 
—58.84 —150.05 —150. 38 


would treat women in this class on the 
same basis and plans as men in regards 
to term insurance. 


Pittsburgh Insurance Directory 


The Pittsburgh Insurance Telephone 
Directory issued by THE NATIONAL UNDER- 
WRITER has been delivered to the insurance 
This is the first tele- 
phone directory of Pittsburgh gotten out. 
It lists the various insurance companies 
and insurance agencies in Pittsburgh 
and also gives a list of agents in the 
Pittsburgh suburban territory. It is a 
very handy directory. Copies will be 
sent by mail for 10 cents in stamps sent 
to THe NaTIonAL UNbDERWRITER, A-1946 
Insurance Exchange South, Chicago. 
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We have openings in Ala. Ark., Dela., D. C., Fla, Ga., IL, Ia., Kans., Md., Mich., 


inn., N. M., N. C., Okla, S&S. D.. W. Va. and Wyo. 
Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 








e. less work for nothing. 











PERSONAL INTEREST— 


There is a bond of sympathetic interest between this Company and its 
Field Men which is forging both ahead. Maybe you could reach a higher 
goal in this atmosphere? 

Possibly your section is open. A letter, in confidence, will secure this 
ee 


Key, President . Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE ‘INSURANCE COMPANY 


Chattanooga, Tennessee 
Faithfully Serving Insurers Since 1903 


Arkansas, Florida, Georgia, Louisiana, Mississippi 


Operating in Alabama, 5 — 
Carolina, Tennessee, Texas and Virginia, DNL 


North Carolina, Oklahoma, South 

















co | a aie 
INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Particip \ting Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under d:rect contract 
a HOME OFFICE: 105-107 Fifth Avenue,New York City sis 
s 
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The Life Insurance Company of Virginia 
1871 57 Years of Existence 1928 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Richmond, Virginia 




















DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


OBERT F. PALMER 

General Agent for Illinois 

BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 


























WANT ADS 
in The National Under- 


writer are read every week 


Stephen M. Babbit 


President 


by thousands of interested 
insurance men—that’s why 
they are result getters. HUTCHINSON, KANSAS 


1 inch $6.00 






































Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
err way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


Name 


eee 


ee 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 





THE 


NATIONAL 


UNDERWRITER 














WESTERN & SOUTHERN NEWS 
Promotions And Other Changes in Field 
Force of Cincinnati Company 
Are Announced 


Agent Thomas Stephenson of the 
Norwood district of the Western «& 
Southern Life has been presented a 15- 


year service pin. Assistant Superintend- 


ent Lawrence Kip, Covington, Ky., 
ceived a 10-year service button, and 19 
other field representatives received 5- 
year emblems. 

The Peoria district office of the West- 
ern & Southern Life gave a_ policy- 
holders’ picnic in celebration of Super- 


intendent Ed. Shoemaker’s 5list birthday. 
Director of Agencies H. Thomas Head, 
Superintendent of Agencies J. N. Rein- 
hard and Superintendent C,. S. Hecking- 
bottom, Terre Haute, were present. As- 
sistant Superintendent H. Nunn was pre- 


sented a gold watch in recognition of 
his good production record. 

The ordinary leaders of the Western 
& Southern Life for the year are Su- 


re- | 


perintendent J. J. O'Leary, Chicago West; 


Assistant Superintendent D. Fusco, Chi- 
cago West, and Agent S. Nonskog, Chi- 
cago-Humboldt. 

Assistant Superintendent C. EL. Wilson 


of Pontiac, Mich., has been promoted to 


superintendent at Flint, Mich., succeed- 
| ing Superintendent Roy Carson, who 
now has charge of Detroit East. The 
superintendent of the latter district, W. 
H. Fetter, is now in charge of Cincin- 
nati East, succeeding Superintendent 
Wm. Klusmeier, transferred to the Ko- 
| komo district. 

The Western & Southern announces 
the promotion of the following agents 
to assistant superintendents: R. T. Da- 
vidson, Norwood, 0.; H. Frillman, New- 
port, Ky.: W. E. Welch, Belleville, IIl.; 
Cc. P. Grigson, Veedersburg, Ind.; J. Rob- 
bins, Detroit-Grand River; J, Scanlon, 
Detroit North, and A, H. Leach, Pontiac, 
Mich. 

News of the Prudential 

Agent Baldini, of the Prudential at 

Rome, N. Y., has been promoted to as- 


sistant superintendent. 








NEWS OF LOCAL ASSOCIATIONS 














ALL PEACEFUL IN DETROIT 


Strife for Presidency Between General 
Agents and Rate Book Men Ad- 
justed Harmoniously 


DETROIT, June 28.—The threatened 
break in the Detroit Life Underwriters’ 
Association over who should be presi- 
dent, whether one representing general 
agents or rate book men, has been 
settled by the withdrawal of Robert M. 
Ryan, agency manager of the Equitable 
if candidate for reelection as 


Life, as a 

president. The rate book men declared 
that inasmuch as the national conven- 
tion will be held at Detroit it is an 
agents’ convention and not a general 
agents’ gathering. This, therefore, 
prompted them to put into the field 


Don McKinnon, who carries a rate book 


for the Provident Mutual Life. For a 
time it looked like there would be a 
battle. With the withdrawal of Mr. 


Ryan’s name, Edward Baker, who has 
been vice-president for two years, be- 


comes the president. He is general 
agent of the Aetna Life. Don McKin- 
non, who has been chairman of the 


executive committee, becomes first vice- 
president. Fred Smart, chairman of the 
local publicity committee, becomes sec- 
ond vice-president. He is general agent 
of the Equitable Life. As Mr. McKin- 
non will be president next year in the 
usual course of advancement and as an 
agent can then be elected to the second 
vice-presidency, everyone seems to be 
thoroughly satisfied. 

* * * 

R. Syecks, general agent 
State Mutual Life, has been elected 
president of the Cincinnati association. 
Preston Y. Wright, Mutual Benefit Life, 
formerly well known on the Pacific Coast 


Cincinnati—FE. 


as the representative of the “Insurance 
Field,” was made _ vice-president. Mr. 
Wright is one of the most successful 
producers in the L. D. Drewry agency 
of the Mutual Benefit. Frank E. Craw- 
ford, Union Central, was made secretary 
and treasurer. This insures the Cin- 
cinnati association an able administra- 


tion for the coming year. 


At the monthly meeting President 
Upham of Miami University, Oxford, O., 
was the speaker. 

* * * 


Pittsburgh, Pa.—W. S. Van Dyke, vice- 
president of the Peoples Savings & Trust 
Company, and C. Brainard Metheny, dis- 
trict supervisor for the Equitable of 
Iowa in Beaver Falls, Pa., and presi- 
dent of the Beaver Valley association, 
spoke at the annual meeting of the 
Pittsburgh association. Newly elected 
officers of the were installed 
at this meeting. 


association 





NAME TURLINGTON PRESIDENT 


Louisiana Association Holds Annual 
Election—Banker Talks on State 
and Federal Taxes 





©. C. Turlington of the Travelers’ 
New Orleans office has been elected 
president of the Life Underwriters As- 
sociation of Louisiana, to succeed Miss 
B. B. Macfarlane of the Pan-American 
Life. The other officers of the associa- 
tion elected for the ensuing yearly term 
are Fred FE, LeLaurin, Aetna Life, vice- 
president; Otto Thomas, Mutual Life of 
New York, secretary; Frank S. Whit- 
ten, Equitable Life of Iowa, and H. E. 
Selden, Jr., Fidelity Mutual, directors. 

As guest of honor and_ principal 
speaker at the luncheon, D. Allan John- 
son, assistant trust officer of the Canal 
Bank & Trust Company, talked on the 


subject of federal estate, state inheri- 
tance and transfer taxes. 
ees 


Massachusetts — The organization of 


the Massachusetts association was com- 
pleted at Worcester the past week at a 
meeting of the delegates from each of 
the six local life underwriters associa- 
tions in the state. The state body will 
represent the associations in Boston, 
Springfield, Worcester, Lowell, New Bed- 
ford and Fall River, and new organiza- 
tions will automatically become mem- 
bers. 


Officers for the state body were elected 
as follows: President, E. Clay Brock, 
Springfield; vice-president, George H. 
Spillance, Lowell; secretary-treasurer, 
John P. Muir, Bostor. 

* * ok 


Los Angeles—The regular monthly din- 
ner-meeting of the Los Angeles associa- 
tion was held on June 27. The program 
was devoted to a discussion of “Meeting 
Objections.” The subject was dealt with 
from various angles by three of the most 
and successful life under- 
writers in Los Angeles, Alexander Dewar, 
Equitable of New York; Russell Hoghe, 
Aetna, and Walter W. Jones, Mutual Life 
of New York. Following presentation of 
the report of the nominating committee 
by George W. Ayars, chairman, the elec- 
tion of officers for the ensuing year was 
held Plans for the next 12 months will 
be outlined. A membership of 1,000 is 
the mark which has been set for attain- 
ment by the incoming administration, 

* * * 


San Francisco—The officers of the San 
Francisco association next year will be 
headed by Arthur S. Holman, manager of 
the Travelers, who was reelected at the 
annual meeting. His new administration 
will include Clarence W. Peterson 
first vice-president, Frank P. Ebertz, Na- 
tional Life of Vermont, second vice- 


prominent 


as 
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president; Robert J. Gilfillan, Western 


States Life, secretary, and Ramond Ash- 
ton, John Haneock Mutual Life, treas- 
urer. Walter G. Eader, Pacific Mutual 
Life; Arthur Hutchinson, New York 
Life; Emil Newman, Equitable of New 
York; John D. Lively, Connecticut Mu- 
tual Life; O. O. Orr, Prudential; Gordon 
W. Hay, Mutual Life; and Victor Ander- 


son, Aetna Life, comprise the new execu- 
officers will 


tive committee. The new 
be installed at the September meeting. 
a 

Utah—The Utah association has an- 
nounced an intensive membership drive 
from which it is hoped that the present 
membership will be at least doubled. An 
effort will be made to get every person 
in the state eligible to membership to 


association, said 
commis- 


become a member of the 





John James, former insurance 
sioner and new president of the organi- 
zation. While plans for the campaign 
have not been completed, it is under- 
stood that they will involve considerable 
personal solicitation by officers and 
members. The campaign will be the 
biggest of its kind the association has 
conducted for many years. 
* * ok 

Binghamton, N. Y.—Enthusiasm, con- 
fidence, knowledge of the business, and 
square dealing are the four essentials 
for success as a life insurance agent, 
said S. A. Bradish, general agent of the 
Mutual Life in Syracuse, at the monthly 
meeting of the Binghamton association. 
Life insurance is the cornerstone of 
family financing, Mr. Bradish declared. 
He said all underwriters should look 
upon their own companies as the best, 


and do everything in their power to rep- 
resent their respective concerns in a 
creditable way. The speaker outlined 
the history of life insurance, and told 
of its growth in America in the 85 
years. 

Leon E. Grady and Harry Z. Guy 
ported on the sales congress at Schenec- 
tady in May. President Hugh A. Wedge 
of the Binghamton association said an 
invitation has been extended the New 
York state underwriters to hold the 
1929 sales congress in Binghamton, and 
he is confident this offer will be accepted 
The following were elected as directors 
for the coming year: William A. Miller, 
Jr.. and Edward F. Cramer, New York 
Life; Louis D. Walrath, National Life, 
and Manco L. Guy, Penn Mutual. 

*x* * * 

Oregon—The Oregon association at its 
annual meeting in Portland elected offi- 
cers for the ensuing year as follows: 
George W. Schoeffel, Penn Mutual Life, 
president; W. A. Lovett, New York Life, 
vice-president; B. P. Bert, New 
Mutual Life, secretary-treasurer. 

*x* * * 

N. Y.—E. H. Leiphart, Buf- 
falo agency manager of the Equitable 
Life, addressed the members of the 
Jamestown association at their monthly 
luncheon meeting last week. 

* * * 
Ind.—At 


last 


re- 


England 





Jamestown, 


the June meet- 
association the 


Terre Haute, 
ing of the Terre Haute 
following officers were elected: Presi- 
dent, James J. Fagan; secretary-treas- 
urer, L, C. Kigin. The meeting discussed 
plans for the association's work during 
the coming year. 


THREE NEW MEN ARE NAMED 


Bankers National Life Appoints Gen- 
eral Agents—Enters New 
Tetrritory 


Several appointments have been an- 


nounced by the Bankers National Life 
of Jersey City. Carl C. Knudsen has 
been appointed general agent at In- 


dianapolis, to have charge of the greater 
part of Indiana. Mr. Knudsen is a large 
personal producer and has been with 
the company in Chicago, in charge of 


H. 


the Illinois department. Julius 

Jernstein has been appointed general 
agent at Louisville, Ky., he also com- 
ing from Chicago. Samuel Ross has 
been named general agent at Spring- 
field, Ill., a new office just opened by 
the company. For the past three 
months, Mr. Ross has been with the 


Chicago office of the company and has 
proven himself an able organizer. The 
3ankers National Life has also an- 
nounced that it has just entered Massa- 
chusetts, though no agency appointment 
has been made as yet in that state. 
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Survey of the Future Indicates 
That Next 25 Years Will Witness 
Golden Age of Life Insurance| 


BY JOSEPH J. 


BOOK was published recently in | 
which a number of unusually suc- 


cessful merchants and manufac- 
turers gave the reasons for their suc- 
cess. The one feature which stood out 
prominently in the experience of each 


was the fact that they always tried to | 


look into the future, determine what the 
public was going to demand and then 
prepared to meet that demand. 

If business men who have goods to 
sell find it profitable to anticipate a 
future market, it is far more impor- 
tant that men who have their personal 
services to sell should do likewise. The 
merchant may buy a little heavier on a 
certain line for the fall trade than usual; 
if the demand for that particular line 
comes up to his expectations, he reaps 
a handsome profit; if it does not, he can 
sell his surplus at cost and make his 
profit on other lines. 

But the man who has skilled services 
for sale cannot sail on every wind; he 


DEVNEY, Cleveland 


has to spend so much time in prepara- 
tion to make his services really remun- 
erative that he cannot change his line 
every few months. To be safe he must 
be reasonably certain that there is go- 
ing to be a demand for his services in 
his particular line for a life time or for 
several years at least. 

For example. In view of the extent 
to which the automobile has been 
adopted as a means of transportation, 
one would scarcely expect to find many 
young men today learning the horse 
shoeing trade. I have no first hand in- 


formation on the subject, but my judg- | 


ment is that if the number of appren- 
tices is as great as it has been in the 
past, the time is not far distant when 
a whole lot of honest horseshoers are 
going to be left with a perfectly good 
trade on their hands for which there will 
be but a weak market. 

On the contrary, law, medicine, den- 
tistry, engineering, chemistry and many 








1. Ordinary Life 5000 Special Contract. 


2. Personal Life Mon’ 
3. The best and most 
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S& Total and Permanent 


death. 





UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


'y Income for rejected risks. 

liberal sub-standard facilities. 

Children’s policies for Educational purposes from Age 1 day to 16 years. 
Disability Clauses. 

6. Double Indemnity clauses, paying double the face of policy im case of accidental 


These and many other new and unique features make 
“The Columbia” attractive to men. e 


Address: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 
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‘THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E, Childs, President 


LIFE, ACCIDENT, and HEALTH INSURANCE 


We stand first in amount of insurance in force and volume of assets 
of all the full level net premium reserve companies organized singe 


The COLUMBIAN NATIONAL is a good company to represent. 
A few agency opportunities are open. 


Communicate with the Agency Department 
77 Franklin Street, Boston, Mass. 

















other lines which require skilled services | 
will undoubtedly be good for genera- 
tions to come. Some will last as long as 


the human race. How about life in- 
surance? What promise does it hold 
for the future? What assurance have 
those who are endeavoring to become 


proficient in this art and planning to 
make it their life work that the market 
for their services and their goods will 
not fail. 

The Golden Age—My own conclusion 
is that the next quarter of a century will 
witness the golden age in the 
life insurance 

This is not an idle statement, but a 
judgment reached after careful analysis 
of the trend of the times. The fact that 
the life insurance sold has increased by 
leaps and bound for years and years is 
one of the best evidences that it is going 
to continue to increase 

The higher skill and 


surance 


sale of 


ability of life in 
salesmen is going to be felt with 
The people as a whol 
and appreciate the 


increasing torce 


are going to realize 


value of life insurance more than they 
ever have before Chey are going to 
carry still larger amounts 


No Fear for Outlook 

of Life Insurance 

made in the 
and the outlook 


The advancement 
great 


past 


has been so for | 


HARRY L. SEAY, President 


the future is so bright that no agent 
need tear that he will be wasting time 
by making the necessary effort to ac- 
quire a real professional knowledge of 
life insurance salesmanship. The op 
portunity for using that knowledge is 
unlimited and will be for the next gen- 
eration at least. After that life insur- 
may be so universal that men 
it voluntarily, like they do fire 
and commissions will be re- 


ance 
will buy 
insurance, 


duced accordingly; or the government 
may have usurped the function. But 
tor the next twenty-five years or so, 


this profession is perfectly safe 
Prepare to make life insurance your 
liie work? Yes indeed. Horse shoeing 


may not present an inviting prospect 


for the youth to take up as a life work, 
but lite insurance—it is just coming 
into its own 

During the golden age some men en- 


gaged in this business are going to 
reap rich rewards, others are going to 
struggle along just making a living. You 
f course want to march in the first 
division Let me now tell you some- 
thing | heard at a sales talk a few 
nights ago which may help you to 
realize your ambition. It is this 

ro produce the best results, a 
man must tell the truth about his goods 
and tell it effectively 
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Over $124,000,000 Insurance in Force 


Some very desirable territory sti!l open in its home State—TEXAS 
Opportunity for the right man in_ Tennessee, Minnesota, Indiana, Oklahoma, Missis- 


sippi, California and Missouri 
Office cooperation. 


Exceptional 


The Southland’s agents receive wholehearted Home 
For Information Address 


CLARENCE E., LINZ, Vice Pres. and Treas. 


DALLAS, 





TEXAS 





THE 








ACTUARIES 











CALIFORNIA 





C OATES & HERFURTH 
CONSULTING ACTUARIES 


354 Pine St. 


B tt N. Coates 
ar | = San Francisco 


Carl E. Herfurth 





ILLINOIS 


OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 

















ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 
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ENRY R. CORBETT 


Actuary 
Specializing on Pension Funds 


175 W. Jackson Blvd. CHICAGO 











A. GLOVER & CO. 


© Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 








INDIANA 





HAGH. DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 








ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








L. MARSHALL 
*®CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bldg., Kansas City, Mo. 





NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


38 W. 44th St. New York City 








oodward, Fondiller and Ryan 
Consulting Actuaries 


Actuarial Service in all branches of In- 
surance and for Pension Funds—Examina- 
tions and Appraisals—Statistical Service 
and Installations—Companies and Associa- 
tions managed under contract—Office Sys- 
tems and yy -  ~— ioe Ac- 
counting an udit. 

75 Fulton Street New York 
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WANTED 


Young experienced 
physician for Home 
Office Medical Ex- 
aminer in large 
Southern company. 
Address F-92, care 
The National Un- 


derwriter. 
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A REAL OPPORTUNITY 
AT MANSFIELD, OHIO 


Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 
the Agency Department, The Toledo Trav- 
elers Life Insurance Company, Toledo, Ohio, 


NATIONAL 

















ANOTHER FORWARD STEP 


COMPLETELY REVISED 
POLICY FORMS 


NEW OWNERSHIP, 
BENEFICIARY and 
ASSIGNMENT PROVISIONS 
leave no doubt of the rights of the vari- 
ous — who may have an interest in 
the po 
A PODAIN ENGLISH POLICY 
that will particularly appeal to the con- 
scientious life haa 
Also a new LOW COST 
PREFERRED RISK POLICY 
Write for Information 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 
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this statement it struck me that it 
offered an opportunity for much profit- 
able reflection. In fact I cannot think 
of any sentence which sums up the 
essentials of salesmanship like these few 
words do. 

I do not hold the idea that the aver- 
age life insurance saleman needs a 
preachment on the necessity of honesty. 
Not at all. And I am not going to offer 
the readers of this article any sermon 
on -the text, “Honesty is the best 
policy.” Every mother’s son of them 
has heard that times innumerable, and 
if any have not learned it ere this they 
will sooner or later. The trail of a liar 
is like the loop of a lariat, ultimately 
~ end is reached and there is an awful 
jolt. 

The feature which appeals to me is the 
prime necessity of knowing the truth 
that it may be told. This is a feature 
well worthy of discussion. If after a 
man has been selling life insurance a 
few years and has made good, he looks 
back to the first days he started out 
with a rate book and an application 
blank, he will be appalled at the magni- 
tude of the ignorance he then possessed 
of the goods he was offering for sale. 
He might almost say that, of all the 
truth to be known about life insurance, 
he possessed an infinitesimal part. He 
knew so little that he now wonders how 
he succeeded in selling anybody. 


Life Insurance Men 
Need More ‘Knowledge 


I have no disposition to discourage 
anyone who has recently engaged in the 
sale of life insurance with little train- 
ing. The time was when many of the 
now skilled and prosperous life insur- 
ance salesmen knew no more than the 
least informed now entering the busi- 
ness. But the fact that they acquired 
knowledge was one of the powerful fac- 
tors which enabled them to attain big 
results. 

Life insurance salesmen require more 
knowledge nowadays than formerly for 
various reasons; the public is better edu- 
cated on the subject; men take larger 
policies hence give the subject closer 
scrutiny; there are more companies, 
plans and _ policies; companies have 
longer histories, and competition is 
keener. The salesman today who knows 
as little about life insurance as agents 
did formerly is greatly handicapped. 

The fact that greater knowledge of 
one’s goods is required these days to 
sell them successfully is fully compen- 
sated by the fact that the possible finan- 
cial returns are far larger than formerly, 
and they are going to continue to in- 
crease in the golden age. 

So much for the necessity of knowing 
the truth, now for the other part of our 
text, “To produce the best results a 
salesman must tell the truth and tell it 
effectively.” 

Effectiveness in Canvassing.—Even a 
brief discussion of the single phase of 
knowing the truth will prove directly 
helpful, and set up in the thinking reader 
some trains of thoughts which will also 
prove profitable. 


Greatest Aid Is 
Knowing the Truth 


Knowing the truth is one of the great 
aids in making a selling talk effective— 
in making a telling impression on a pros- 
pect. This fact stands out boldly when 
we compare the ignorant with the en- 
lightened. The former cannot make an 
effective impression because he is like 
a land-lubber attempting to sail a ship; 
he knows neither the ropes nor the 
course. He may get along all right when 
everything goes smoothly, when the 
prospect is a passive listener. But if the 
prospect takes sufficient interest to ask 
some pointed questions he is lost. He 
hesitates, he guesses, flounders around, 
becomes perplexed and embarrassed and 
finally wrecks his chances of success. 

The opposite results with the man 
who knows. The more interest the pros- 
pect evinces and the more pointed ques- 
tions he asks, the better impression the 
salesman makes and the more effective 
he is. His knowledge gives him assur- 
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Quotations 
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W. CORNELIUS, of Lewis, 

e Dewes & Co., Chicago investment 
house, gives the following stock quota- 
tions of insurance companies as of June 


Div. per 
Bid Asked share 
Lincoln..... - $ 1.3 
Aetna Life 
Agricul. 
Amer. Cent. Life.100 
Atlantic Life ...100 
Cent. States Life 5 
Cent, West Cas.. 50 
Chicago Nat. Lf. 10 
Colum, Nat. Life.100 aston 
Conn, General ..100 1600 1700 
Conserv., Ind.... 10 
Continental, Il. 
(ex-rights) 
Continental, 
(rights) 
Continent. 
Continent., 
D. Moin. L. 
Detroit Life 
Farmers Natl. .. 
Federal Life . 
Fidelity & Cas.. : 
Grange Life 
Internat], Life... : 
Int.-South. Life.. 
Kan, City Life. .100 
Life Ins. Co., Va.100 
Lincoln Natl, ... 
Manhattan Life. 5 
Mo. State Life.. 
Montana Life . 
New World Life 
N. Amer. Life... & 
bg States. 


Life 
Old Line Life... 
Pacific Mutual 
Pan American... 
Peoria Life ... 
Philadel. Life 
Postal Life 
Preferred Acci... 
Reliance Life 
Secur. Life, Va.. 
Shenandoah Life : 
Sun Life 1 2000 
Travelers 1675 
Union Central .. 2 ees 
U. & Ldlfe...... q 25 
Wisconsin Natl.. 20 
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GREAT SOUTHERN LIFE 
MEN AT ESTES PARK 


The Great Southern Life of Dallas, 
lex., held its annual convention at Estes 
Park last week. Over 180 people made 
up the party. Agents who wrote $100,- 
000 during the year qualified for the 
trip and by writing $50,000 additional 
they were allowed to bring their wives. 
Twelve women agents qualified and 49 
wives made the trip. President E. P. 
Greenwood, F, W. Griffin, vice-president 
and manager of agencies; Dr. J. E. 
Daniel, medical director; W. A. Vinson, 
general attorney, and A. C. Raines, gen- 
eral superintendent, were among the 
officials on the excursion. 


Opens Women’s Division 


With a view of rendering special ser- 
vice to employed single and married 
women, the Internaticnal Life estab- 
lished recently a woman’s division . the 
Cleveland, O., office with Miss ris 
Copelan in charge. The plan of sethag 
insurance to women on the monthly pre- 
mium plan proved so successful in the 
Cleveland office that Vice-President 
Grantges has announced it will soon be 
established in other agencies for the 
company. 


ance and he talks as one with authority. 
His confidence in himself begets con- 
fidence in his prospect. It also fosters 
respect, for we take off our hat to the 
man who knows. His statements are 
incontrovertible, his arguments are 
sound and he impresses his prospects 
as a reliable and trustworthy represen- 
tative. All these factors enhance his 
chances of success. 

Great indeed are the rewards in store 
for those who take the trouble to know 
the truth and tell it effectively during 
the golden age of life insurance sales- 
manship. 
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North American Reassurance Company 


Lawrence M.Cathles, President- 
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“TO THE FRONT” 




















In Keeping With the Spirit of St. Louis 
The 


International Life Insurance Co. 


IS RAPIDLY FORGING TO THE FRONT 





Over 310 Millions of Insurance in Force 
Over 44 Million of Assets 








Participating and Non-Participating 
Non-Medical 


Liberal Sub-Standard Service 
Special Service on Group and Association Plans. Juvenile Policies Now Issued Participating. 
New Rate Book. New Policy Forms. 








FREE SUPERVISOR SERVICE IN AGENCY BUILDING 








Splendid Territories Still Available for the Right 
Men Seeking General Agency Connections. 








INTERNATIONAL LIFE INSURANCE COMPANY 


St. Louis 
ROY C. TOOMBS, President 


W. F. GRANTGES, First Vice-Pres. and Gen’l Mgr. of Agents 
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Why You 
Should Represent 


The Missouri State Life 





"THE progressive, pioneering spirit of the Missouri 

State Life makes strong appeal to live, aggres- 
sive, forward-looking Agents. It's the kind of com- 
pany they like to represent. 










Its multiple line of Life, Accident and sonal co-operation of trained represen- 







Health, Salary Savings and Group tatives in each of its multiple lines. 
Insurance multiplies the Agent's oppor- 
tunities for success. Its rapid growth and expansion means 
corresponding growth and development 
Its new, liberal policy forms offer un- for its representatives. 
usually attractive selling plans. 
Its Branch Office service, available in Men of high character and ability are 
twenty-six of the principal cities of the offered a real future with the Missouri 
country, extends to field men the per- State Life—The Progressive Company. 









RERERE 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 












Missouri STATE Lire INSURANCE Co 
St. Louis 


Life 
Accident - Health 
Group 


Send me your Agency proposal 
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SEYMOUR STEDMAN, President G. L. LUTTERLOH, Secretary 


All Roads 


Lead to Rome 


N. B.—But as in Life Insurance some roads are better than others. 
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— — JOHN HANCOCK SERIES _ - 


WHAT PRICE INCOME 
How Much Should I Lay Aside for Life Insurance? 
"Taare is a question more frequently asked the life un- 





derwriter than any other. What proportion of his 
income can a young man put into life insurance pre- 
miums, especially if he is married? 

Concrete facts speak louder than words. Here is the actual 
program of a young man, 28, married, with two children. 

His income is $5,000 a year. What would you con- 
sider a fair proportion of this income to spend for life in- 
surance? Ten percent? 

Actually in this case the annual premiums amount to 
about $600, leaving a balance of $4,400 of the income for 
the support of the family, an easy proposition for ambitious 
young parents looking into the future. 

What do they get for their $600? 

Total life insurance of $30,000—$5,000 to be paid in 
cash in case of the husband’s death, the rest so arranged 
in a trust settlement as to produce $100 a month income 
for the wife during her lifetime. 

Do you not think this young man has done well for 
himself and his family? 

Surely he has laid out his life very successfully, with 
a fair income for present living expenses and an estate of 
$30,000 to leave for his family. | 

He might struggle for years to obtain such a result 
in other ways, and then fail of his goal, in the meantime 
missing the best there is in life, including the contented 
enjoyment of his income and his family. 














Lire INSURANCE COMPANY 


oF BOSTON, MASSACHUSETTS 
197 Clarendon Street, Boston, Mass. 


— SIXTY-FIFTH YEAR OF BUSINESS ————— 











Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 
have been issued on 79% of 
the applications within three 
days after reaching the home 
office, 





HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


OF 
FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
President Vice-President 
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OUR AGENTS’ WORKING TOOLS 


Participating 
“ Non-Participating 
, \ Sub-Standard 


Preferred Risk 
Pay Roll Deduction 


Monthly Premium 
Policies for Women 
Child’s Educational 
Juvenile Policies 
6% Guaranteed Income 
Life Income 
Modified Life 
Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 
5% on Policy Proceeds 
Age Limits: 1 day to 
65 Years 


























Openings for agents in the following territory: Ala. Ark., Aris., 
Cal., Colo., D. C., Fla., Ga., Ky., La., Md., Minn., Miss., Mo., N. C., 
N. J., N. M., Ohio, Okla., P. R., S. C., Tenn., Tex., Va., W. Va., Wyo. 


For additional information, write direct to: 
W. T. O’Donohue, Vice-Pres. and Agency Mgr., Greensboro, N. C. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 
President North Carolina 


OVER 320 MILLIONS IN FORCE 




































































In Illinois, and— 
Michigan 
Indiana 
Ohio 
Pennsylvania 
Kentucky 
Missouri 
Iowa 
Nebraska 
Kansas ° 
Texas 
California 


Oregon. 




















Organized in Illinois, the 
Peoria Life has its greatest 
development in its home state. 
From time to time it has ex- 
panded its territory until it 
now operates very actively and 
successfully in twelve other 
states. In the twenty years of 
its existence it has brought 
its business in force to 160 mil- 
lion dollars—all the production 
of its own agency force, with- 
out additions through mergers 
or reinsurance of other com- 
panies. 


This unusual progress of the 
Peoria Life is the result of its 
ambition to give every policy- 
holder the most complete and 
effective protection that legal 
reserve life insurance can 
offer ; and to promote by every 
proper means the prosperity of 
its agents. 























Peoria Life Insurance Company 


PEORIA, ILLINOIS 














